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he 90th year of 1847 Rogers Bros. has 
just closed... It was one of the most 
successful years in the history of this 


greatest name in silverplate. Now, we wish to say: 


Thank you! ” to those whose 
wholehearted cooperation made possible the 
success of First Love and our 90th Year Jubilee 


Merchandising and Advertising. 


This “Thank you” will be expressed 
in the form of extra profit so that you 
may share in our goth year prosperity. 


An 1847 Rogers Bros. representative from 
the factory or from our Approved Wholesale 


Distributors will see you soon. 


IS47 ROGERS BROS. 


America’s Finest Silverplate 


INTERNATIONAL SILVER CO. + MERIDEN, CONNECTICUT 
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BIGGEST GOLD NUGGETS IN 
THE WORLD WERE ABOUT THE SAME SIZE.. 



































found in Victoria, Australia 


WEIGHT —18412 LBS. 








put the WORLD'S BIGGEST MAGAZINE 


is DOUBLE the size of the second biggest! 


HE TWO biggest gold nuggets ever found differed so 

little in size that, seeing them side by side, even an expert 
couldn’t tell which was larger. But there’s no question about 
leadership in the magazine field. The world’s biggest maga- 
zine—The American Weekly—is more than twice as big as 
its nearest competitor! 

With its circulation increased from 6,000,000 to more than 
7,000,000 families—by the addition, on January 2, 1938, of 
six great Sunday newspapers as distributing publications— 
The American Weekly is now, more than ever, the greatest 
advertising force in the world to help retailers move mer- 
chandise. For this tremendous 
circulation is concentrated in 
the nation’s most active buy- 
ing areas—in the rich trading 
territories where the great ma- 
jority of families live, and 
where maximum retail sales 
are made. 










The 
AMERICAN 
WEEKLY 


Greatest 
Circulation 
in the World 
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7,000,000 NEAREST 
WEEKLY COMPETITOR 
CIRCULATION CIRCULATION 


—— 





Products advertised in The American Weekly have the 
strongest selling support a manufacturer can give them—the 
type of selling support that means faster turnover and greater 
profits for YOU. Stock and feature these products—you'll 
find it pays. 


What The American Weekly is 


The American Weekly is the largest magazine in the world. 
It is distributed through the 15 great Hearst Sunday news- 
papers and 6 other important Sunday newspapers. In 699 of 
America’s 995 towns and cities of 10,000 population and over, 
The American Weekly concentrates 68% of its circulation. 

In each of 247 cities, it reaches one or more 

of every two families 

In 155 more cities, 40 to 50% of the families 

In an additional 133 cities, 30 to 40% 

In another 164 cities, 20 to 30% 

. and, in addition, more than 2,000,000 families in thou- 

sands of other communities, large and small, regularly buy 
and read The American Weekly. 


THEAMERICAN 







PEEKLY 


‘**The National Magazine with Local Influence’’ 
Main Office: 959 Eighth Avenue, New York City 
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CATSEYE—Gem o 


© ysl catseye is a variety of chrysoberyl cut 
¥ en cabochon which brings out an opalescent streak 
This streak passes over the surface as the stone is 
moved from side to side, resembling the eye of a living 
cat, from whence it derives its name. It has always been 
held in highest veneration by the Moors and Hindoos, says 
Gems—Their Lure and Lore,” they believing it not 
only to protect the property and wealth of the owner, but 
fo stimulate a perpetual increase so long as the owner 
retains possession of it; however should he dispose of 
it by barter or trade a malignant fate will pursue him 
The Oriental catseye comes under the heavenly sign of 
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ystery 


Pisces. The catseye if placed on the forehead is believed 
to aid thought and concentration It is also believed to 
promote success in any venture. 


The Hindoos sometimes wore a catseye suspended 
from their turbans. The quartz catseye is under the 
Heavenly Capricorn and is found in Brazil, the United 
States and many other countries. The streak is due to 
fibers of asbestos running parallel across the stone. 


The photograph shows Rochelle Hudson, 20th Century 
Fox player, now working in “Gypsy,’’ wearing a catseye 
ring 








4d 
After all the Christmas 


altruism, one can be pardoned for a 
little consideration of self,” said the 
manager of the Ludwig Jewelry Co., 
Walla Walla, Wash., “so we inaugu- 
rated a special ““My Day” sale in Jan- 
uary, at which time everybody was 
urged to buy for himself or herself 
something she had long desired, and 
which perhaps Santa failed to bring. 
The novelty of the idea appealed to 
everyone, and as we featured not bar- 
gains, but high quality lines, we sold 
far more of these than would ordinar- 
ily have been the case in January. 
We featured in our advertising and 
displayed in our window high grade 
watches, diamond rings, sterling sil- 
ver, and china as well as compacts, 
crystal vials of perfume, and the more 
popular priced watches for the young- 
er set.” 
© 


F ingers were used 
at all meals, including state banquets 
in America at the time of the Revolu- 
tion, and it was not until after the 
Civil War that the fork became com- 
monly used throughout the United 
States, it was related by William T. 
Hurley, Jr., of Reed and Barton 
Corp. in a recent talk before the New 
Bedford, Mass., Business and Pro- 
fessional Women’s Club. 

He declared that the fork made its 
debut in the 16th century but for 
many generations was opposed by the 
Church because fingers were regarded 
as a means provided by God to con- 
vey food to the mouth. 

Spoons, he said, were first sea shells 
with rough handles, and once their 
utility was realized they were fash- 





















ioned from base metals and silver, for 
the wealthy. The knife came into 
first use in the days of William the 
Conqueror, having been used only as 
a weapon in former days. 

Explaining the origin of the finger- 
bowl he said that it was first intro- 
duced for the service of wine, the 
guests dipping their fingers into the 
bowl and smearing their lips before 
emptying it of its contents. 
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F rom my experience 
and observation, I am firmly con- 
vinced that the jewelers of this coun- 
try should discontinue the use of the 
word ‘guarantee’ in the sale and re- 
pairing of watches. I appreciate the 
fact that I am combating an old cus- 
tom and we cling to old _ habits,” 
says Emil W. Kohn of Theo. A. 
Kohn & Son, 608 Fifth Ave., New 
York. 

“However, the use of the word 
‘guarantee’ has created in the minds 
of the public an entirely erroneous 
impression. When a watch stops or 
runs badly, the owner as a rule, con- 
demns the watch or the jeweler. I 
do not favor evading any reasonable 
responsibility. If a watch discloses a 
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Photo by Dana B. Merrill 


mechanical defect, we should remedy 
it. 

“There are of course times when 
good policy dictates that we make re- 
pairs without charge rather than 
offend or lose a good customer. On 
the other hand, we ought to make it 
clear that after a watch leaves our 
hands, we cannot reasonably be held 
responsible for its good operation. We 
can make a long step in this direction 
by discontinuing the use of the word 
‘guarantee.’ The better-class dealers 
on Fifth Avenue do not use that 
word. I can see no good reason why 
the jewelers of the United States can- 
not follow their lead.” 


© © 


dd 

‘Tee is such strong 
competition for the senior class insig- 
nia trade, both of high schools and 
colleges,” said C. L. Henry, secretary 
and treasurer of the Boswell Jewelry 
Co., Tulsa, Okla., “that if a jeweler 
is to secure it the class must be con- 
tacted at a very early date. The first 
of the year is none too soon to take up 
with class representatives the matter 
of insignia for the June commence- 
ment. The mail order houses all over 
the country are factors with which 
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the local merchants have to contend, 
and the best method of securing the 
order from the students is direct con- 
tact. We have a special representa- 
tive, who makes an early call on the 
class officers, endeavors to interest 
them in new and up to date designs, 
and secures information when the class 
meeting is to be held to decide upon 
the emblem. 

“At this meeting there are gener- 
ally five or six local jewelers repre- 
sented, in addition to the propositions 
of the mail order houses, so it be- 
hooves one to have a line that is novel, 
attractive, and can be had in a fairly 
wide range of prices, as you never 
know how much a class is figuring on 
spending. Frequently a committee of 
the class will visit the store, thinking 
they will have a better opportunity of 
seeing a wider range of insignia, so 
the samples tor the 1938 commence- 
ment should be on hand and arranged 
ina manner calculated to display them 
to the best advantage immediately 
after the 1937 holidays. Both pins 
and rings should be featured, as the 
choice is divided about equally between 
them, and there should be a number of 
samples of both that harmonize, as in 
many cases both pin and ring are 
chosen. We contact the smaller 
towns in our vicinity by mail, and 
whenever there is any interest ex- 
pressed we send out a personal repre- 
sentative, who appears before the class 
at any time suggested by them, with 


a complete line of samples, so that all . 


have a chance to examine them and 
later to vote on the design that most 
appeals tothem. It is really this show- 
ing of the actual class jewelry that 
pulls the orders, for any descriptive 
circular is pallid before the beauty of 
the actual gems. In order that the 
students will not forget us, we have 
displays of class insignia in the win- 
dow from time to time, the colors of 
the June graduating class always be- 
ing worked into the scheme of decora- 
tion.” 


© 


[., an address 
by Sir Ernest Oppenheimer broadcast 
in the Empire programs of the British 
Broadcasting Corporation recently he 
said in part: “The prosperity of an 
industry which, in spite of what I 
said about the industrial diamonds, 
remains from the aggregate values 
point of view so largely a luxury in- 
dustry, must naturally depend upon 
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general economic prosperity in the 
world, but with diamonds as attrac- 
tive to the public as at any time, and 
with the organization of the industry 
stronger and more complete than at 
any time in the past, the outlook for 
this most important South African 
industry, in spite of the present quiet 
times, is, I believe, a very favorable 
” 


one. 
o 


Be its mailing list 
last month Zell Bros. of Portland, 
Ore., sent a folder promoting not 
zircons, in the popularity of which in 
the Pacific Northwest Zell Bros. has 
largely figured, but gift packages of 
salmon, prunes, sweet gerkins, apples, 
kippered sturgeon and other delicacies 
of the larder. The reason for this 
culinary peregrination: “Here in the 
Oregon country we’re mighty proud 
of the things our people produce,” 
Zell Bros. explained. ‘We believe 
that food products from our great 
valley of the Columbia are second to 
none in the world. Our part in this 
job is simply to bring these attractive 
gift packages to your attention. Our 
firm has no other connection with this 
offer and derives no profit from it.” 


e 


all | . ' 

here is a growing tendency 
nowadays to erect clocks in streets 
over shops for advertisement, and as 
the number of clocks increase we get 
more and more confused about the 
right time,” complained Town Clerk 
G. H. Wilson of Guilford, England, 
which has begun a campaign to end 
the condition of assorted times. Under 
a bill to be presented ‘to Parliament, 
owners of public clocks not register- 
ing the correct time would be liable 
to fines of $25 and a daily fine of $10 
thereafter. 
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When the postoffice opened 


the sale of the new Hawaiian terri- 
torial stamp at Honolulu, H. F. 
Wichman & Co., Ltd., jewelers and 
silversmiths of that city, had prepared 
official first-day covers representing 
the seal of Hawaii in gold, blue, yel- 
low, red and white. The covers have 
found their way already into the col- 
lections of many philatelists and will 
be kept by others as souvenirs of 
Hawaii. Miss Margaret P. Reilley 
of the Wichman firm attended the 
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New York and Chicago gift shows 
last August and September. 


o 


— has figured 
so largely in the business success of 
Art, The Jeweler, of Alliance and 
Salem O., that he made November 
13, the occasion for a Lucky 13th 
Anniversary Sale. The special mer- 
chandising event marked 13 years in 
the retail trade in Alliance. 

His first business employing two 
people has grown to one giving em- 
ployment to 40. In his Salem store 
he has a staff of 13. 

For the occasion he had thousands 
of cakes baked and_ individually 
wrapped to give all of the customers 
a chance to taste of the birthday cake. 


oe > 


T hat old gag, 


“What do you care? You aren’t go- 
ing any place,” attributed to the 
warden of the jail who was asked the 
time of day by one of his charges, 
must have some foundation in fact, 
according to Edward Zielenski, offi- 
cial jeweler at Southern Michigan 
prison. 

Zielenski, who transferred his 
jewelry business into the prison when 
he was sentenced there contends that 
his fellows are very particular about 
the matter of time, and give the great- 
est care to their timepieces, more so 
than those “outside,” according to an 
article recently carried by the Jack- 
son, Mich., Citizen-Patriot. 

Zielenski, who was born in Poland 
in a part of the country which was 
then under the domination of Russia, 
succeeded another Pole, John Prima, 
who made quite a bit of money as 
the prison jeweler before he was de- 
ported. When he moved to the peni- 
tentiary from his home in Detroit 
Zielenski brought with him his tools 
which he set up in his “store” next 
to his cell. Whatever profit he makes 
from repairing the 2,000 watches 
owned by the 4,000 prisoners is de- 
posited to his credit by the accounting 
department. 

“They do the darndest things,” he 
says. “When a part drops out of a 
watch as sometimes happens they 
often will attempt to fix it by using 
solder, pins and even the parts of 
other watches, and then they wonder 
why they won’t run.” 








dd 


A store is known 


by the windows it keeps and commanding windows help 
keep the store. 

Window displays can be forcefully 
working profitably for you night and day. They can also 
help to put you in the red. It is up to you. A profitable 
window must be decorated so that it will catch the atten 
tion of the pedestrians, hold their interest and, subtly 
created, a strong desire to possess that which is displayed. 

A window treatment that tells a human interest story, 
in a simple manner, rarely fails as a profitable window 
display. Here the jeweler is fortunate. Vhe diversified 
line of small desirable articles carried in a jewelry store 
are adaptable to simple story telling window arrange- 


mute salesmen, 


ments. 
Many attractive window displays of this type have been 
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3y S. RICHARD SHANNON 


originated by Mrs. Marion Pancoast, display designer for 
S. Kind & Sons, jewelers and silversmiths in Philadelphia. 
She came directly to the Kind store from the New York 
School of Display, conducted by Mrs. Polly Pettit. Here, 
psychology in window display is an important subject in 
the curriculum. 

‘The accompanying photographs are of a few of the 
recent window displays created by Mrs. Pancoast. Their 
striking simplicity and interesting stories held the atten- 
tion of thousands of passers-by and consequently have 
heen very profitable to the store. 

In these window settings she used a black velvet back- 
ground which impressively accentuated the small pieces of 
jewelry. Each setting contained a mere handful of similar 
articles. “They were well spaced, so that the many who 
viewed the displays were able to concentrate upon each 
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A display showing how outstanding a few watches and bracelets are on a black velvet background. 


individual piece. “Vhe cards were neatly hand printed and 
informative. 

Printed on a white card in the window displaying 
bracelet charms, there was a fast-moving original story 
entitled, “A Charm-ing Story Charm-ingly Told,” and 
it was cleverly punctuated by story-telling charms. ‘The 
tale was about boy meets girl, they engage in various 
sports, fall in love, come to Kind’s for the rings, marry 
and leave on a honeymoon. Everybody loves love and the 
story awakened quite an interest in charms. On colorful 
paper disks there were charms suggesting many social 
activities and sports. 

For the mareasite brooch window Mrs. Pancoast drew 
three chalk portraits of a smart looking young girl. In 
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each likeness she was wearing a different scarf, with an 
appropriate marcasite brooch pinned to it, suggesting 
morning, noon and night. A white card introduced her 
as ‘Miss Mary Marcasite” and here was printed part of 
her daily diary called “My Day.” 

“If You Can Add” was the challenge printed on a 
white card, fastened on a large disk, in the window show- 
ing ladies’ wrist watches and watch bracelets. On smaller 
disks, leaning at odd angles, there were wrist watches 
accompanied by a wide selection of watch bracelets. Cards 
on each disk suggested adding to your watch, a cord or 
link bracelet, a diamond band, diamond clasps or add a 
diamond to your bracelet. A group of frayed watch rib- 
bons prompted the thought of their unsafety as watch 
bands. 





A Charm-ing Story Charm-ingly Told 













New Year’s Greeting 


ITH the arrival of 1938, THe 
JEWELERS’ CrrRcuLar-Key- 
STONE takes this opportunity to ex- 
press its best wishes for the New Year 
to its many friends throughout the 
industry. We wish for every jeweler 
full measure of health, happiness and 
prosperity and express our genuine 
appreciation of the good-will and co- 
operation shown to us during the 
past year. 

While there has been a recession in 
the onward march of prosperity there 
seems to be nothing ahead that need 
give jewelers alarm. The Christmas 
business for 1937 was better than had 
been anticipated and the trade at large 
seems pretty well satisfied with the 
volume of sales enjoyed during the 
Holiday season. 

With co-operation on the part of 
Government and business the year 
1938 should bring about a return of 
old-time prosperity and better con- 
ditions for all. 

There have been few strikes in the 
jewelry trade and it is to be hoped 
that this condition will continue to 
improve. 

So again we wish you all a Happy 
and Prosperous New Year. 


© © 


Why Not Try It? 


UR attention has been called to 

a recent issue of The Reader’s 

Digest in which the following ap- 
peared: 

“In Brazil, a country of precious 
and semi-precious stones, each profes- 
sion has its special stone. The doctor 
is recognized by his emerald ring, the 
lawyer by his ruby, engineers affect 
sapphires, professors the green tour- 
maline, dentists wear a topaz and 
commercial men the pink tourmaline.” 

Therein lies a suggestion for the 
jewelry industry in our own country 
which would prove profitable if taken 
up at this time. 

It would mean that if it gained 
headway in this country it would 


have a strong influence on the de- 
mand for men’s jewelry and help to 
re-establish the wearing of more jew- 
elry by men. This would be of great 
importance to our industry and would 
be welcomed on all sides. 

A concerted effort in this direction 
during 1938 might bring unexpected 
good results. 

© © 


Platinum in 1936 


N advance summary of platinum 
and allied metals in 1936 has 
just been given out by the United 
States Bureau of Mines of which 
John W. Finch is the director. Ac- 
cording to this summary, written by 
H. W. Davis, the sales of platinum 
metals by refiners in the United 
States increased from 87,652 Troy 
ounces in 1935 to 112,447 Troy 
ounces in 1936. Of this amount the 
sales of platinum metals by refiners 
in the United States to the jewelry 
trade decreased from 56,182 ounces 
in 1935 to 50,936 ounces in 1936. 

Mine returns for 1936 indicate a 
production of 8825 ounces of crude 
platinum in Alaska, 900 ounces in 
California and 60 ounces in Oregon— 
a total of 9785 ounces as compared 
with 9069 ounces in 1935. Platinum 
refiners in the United States reported 
purchases of 4201 ounces of domestic 
crude platinum in 1936 as compared 
with 7730 ounces in 1935. Refiners 
in the United States also reported 
purchases of 42,042 ounces of foreign 
crude platinum in 1936 as compared 
with 44,642 ounces in 1935. 

The chemical industry purchased 
20,984 ounces of platinum in 1936 
while the electrical industry took 
8750 ounces, the dental trade, 15,480 
ounces and miscellaneous and undis- 
tributed industries, 16,288 ounces. 

Reports from refiners of crude 
platinum gold bullion and copper in- 
dicate that 46,946 ounces of new 
platinum metals were recovered in 
the United States in 1936, an in- 
crease of 12 per cent compared with 
1935. It is estimated that 12,720 
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ACROSS THE 









ounces of the total in 1936 were de 
rived from domestic sources. 

Refiners reported the following 
prices for platinum in 1936: High 
$70, low $26.81, an average for the 
year of $41.76 an ounce compared 
with $40, $25.66 and $32.60 an 
ounce respectively for 1935. 

Next to platinum, palladium is the 
most extensively used metal of the 
platinum group. It constituted 45. 
539 ounces of the total platinum 
metals sold by domestic refiners in 
1936. 

The uses of iridium are few com 
pared with those of platinum. Of 
the total sales of platinum metals in 
1936 but 4390 ounces were iridium, 
The consumption of the other plati- 
num metals—osmium, rhodium and 
ruthenium is very small. 

On Dec. 31, 1936, 103,917 ounces 
of platinum metals were in the hands 
of refiners compared with 93,547 
ounces in 1935. 

© © 


The Auction Evil 


EAR after year retail jewelers in 

many sections of the country con- 
plain bitterly because they are de- 
prived of trade that would come to 
them but for the arrival in their midst 
of the Holiday time auctioneer. He 
is prepared to offer merchandise on 
which the public can set its own price 
by bidding and only too often he is 
successful in disposing of a large 
amount of cheap trash which few if 
any retail jewelers would consider. 

To complain about these auction- 
eers after they have held their auctions 
is of little value and in no way helps 
the retail jeweler. Now is the tim 
to see to it that there are ordinances 
in effect which will control auction 
sales. Care should always be taken in 
drafting local measures to see that 
they are so worded as to make them 
hold in courts. 

Retail jewelers who have no ordi 
nances offering them protection will 
do well to study some of the recent 
auction ordinances adopted. 
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“PROFIT BY MY 
MISTAKES, SONNY. “ 
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Sound Advice by 1937 for 1938 


“PROFIT by my mistakes, sonny” — 

“Having come to the end of my path | can see a number of things on which | faltered or 
failed. Consider me as just an average good retail jeweler and listen to what | have got to say 
about my shortcomings. 
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Certainly no merchandise deserves more attractive surroundings than jewelry and | am 
sorry to say that | neglected to modernize my store as several of my competitors have. 

Smuggling is still a problem but unless we all cooperate the problem cannot be solved. 
Unfortunately in a certain case that came to my attention | failed to report it to the American 
Jewelers Protective Association. 

Laws are not good or helpful unless enforced. In regards to the National Stamping Act 
violations must be reported to the proper authorities and | have been guilty there. 

Years ago | was a member of this association and that, and then | dropped, and | hang 
my head in shame to report that some of the associations | haven’t rejoined, and in others 
while | paid my dues | have let the officers do the work and | have taken no active part. 

Publicity can do all but move mountains and there has been a very good movement on 
within the jewelry trade conducted by the Jewelers’ Publicity Committee. | pinched tight 
in making my subscription last year. | hope that you will be more liberal than | was because 
a campaign is a trade wide movement aimed to be of benefit to all and should be adequately 
supported by everyone in the industry. 


There may be other shortcomings but the above are some that serve as a guide for 38. 
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-— on the idea 
that many persons make gifts of money instead of mer- 
chandise for Christmas, Henry W. Rank, of Rank & 
Motteram Co., “Milwaukee’s Reliable Jewelers,” has, 
through advertising and window displays, made January 
one of the firm’s banner jewelry sales months. 

“Our after-Christmas sales promotion is based on the 
fact that recipients of money gifts should purchase some- 
thing of lasting and useful value, and that silverware, a 
watch or a ring would very well serve toward this end,” 
Mr. Rank explained. 

The same tenor is maintained in Rank & Motteram 
advertising after other gift periods, notably graduation 
and the wedding season. The graduate is urged to pur- 
chase a watch or pen or personal jewelry, while the bride’s 
attention is called to silverware or silver service. 

During the pre-Christmas season, the firm used a series 
of ten special radio programs on which Milwaukee pro- 
fessional and business men were interviewed on subjects 
suggesting the permanence and value of the Christmas 
spirit—tying them in with jewelry which possesses these 
traits. 

This advertising is in addition to spot radio announce- 














CHRISTMAS 
DOLLARS 


By 
JAMES WHITE 


F YOU are among the many who 
| received presents of money for 

Christmas, we sincerely believe 
you will find no better use for these 
gifts than in the purchase of fine 
jewelry. A watch, a diamond or sil- 
verware will long remind you of those 
whose generosity could be inter- 
preted so handsomely. 


‘‘Milwaukee’s Reliable Jewelers” 


RANK & MOTTERAM 


117 E. WISCONSIN AVENUE 





We Invite Your Charge Account 3 








ments, and the regular use of Milwaukee daily mewspapers 
and a weekly free distribution paper throughout the year. 

But Mr. Rank’s progressive merchandising methods are 
not limited to the special gift seasons. When several thou- 
sand Wisconsin teachers come to Milwaukee for their 
annual convention, the store is prepared to make its great- 
est appeal to them. Both window displays and newspaper 
advertising are directed toward them. 

“Most of the teachers have received their pay checks 
just before coming to the convention, which is usually 
held early in November. Since a large proportion come 
from smaller communities where their choice of merchan- 
dise is limited, they always plan for a ‘shopping holiday’ 
and buy watches, pens and pen sets, and personal jewelry,” 
Mr. Rank explained. 

Often readers of the store’s advertisements are directed 
to the window displays, which are arranged by George 
Rank, brother of Henry W. The store has 60 running 
feet of window space on N. Water St., and 20 feet on 
Wisconsin Ave., Milwaukee’s main street. Displays are 
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Mr. Rank has made !anu- 
ary a banner jewelry sales 
month through advertis- 
ing and window display 


regularly changed twice a month. A special lighting is 
provided for night displays. 

The store sells much jewelry from its window displays. 
Window space is divided into sections which are numbered 
so that the customer will have no difficulty in specifying 
location of the articles displayed. 

The furnishings of the Rank & Motteram_ air- 
conditioned store are designed for the comfort of the 
customer. With this in view, the counters are built low 
so that she can easily see the article the salesman is dis- 
playing. Several white leather-trimmed chromium chairs 
are available for her added comfort during the sales 
presentation. 

Mr. Rank believes that much of a customer’s sales re- 
sistance is broken down if she is made comfortable and not 
hurried into a purchase. To occupy her attention while 
waiting, current copies of several popular magazines, in- 
cluding Vogue, Esquire, and Ladies’ Home Journal, are 
kept on the counter. 

The store’s air-conditioning system, which Mr. Rank 
credits with effecting a 25 per cent increase of sales during 
the past summer, is operated throughout the year. 

“Customers are becoming more air conditioning con- 
scious and will seek out stores equipped with it,” he said. 

Mr. Rank believes that a budget payment plan is a 
valuable adjunct to the jewelry business. 

“Quite often the purchase is so large that the average 
Customer cannot pay the entire amount,” he explained. 
“We ask our credit customers to pay one-third down and 
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Left—Exterior view of the Rank & 
Motteram Co.’s store showing spe- 
cial window featuring silverware. 


Below—The furnishings of the store 
are designed for patrons’ comfort 


the remainder in three monthly installments. Of course, 
we modify this rule when we find it advisable. 

“If payment has not been completed at the end of the 
three months, we send a letter notifying the customer that 
the account is overdue. If this does not bring settlement 
within a reasonable time, we telephone the individual at 
least twice and attempt to secure an immediate payment, 
or at least a definite date when it may be made. We try 
to maintain pleasant relations as long as possible.” 

Assuming that every person entering the store does so 
with the intention of making a purchase, Rank & Mot- 
teram salesmen are instructed to give every individual 
leaving the store without buying, a manufacturer’s folder 
(bearing the store’s name) containing descriptive litera- 
ture on what she intended to buy. 

“In her own home, away from the persuasive atmos- 
phere of the store, she is more likely to make her own 
choice and become a satisfied customer,” Mr. Rank ex- 
plained. 

Proven sales ability, in addition to personal charm and 
a large acquaintance, is demanded by Mr. Rank of his 
salesmen. In this manner he has maintained a high quality 
sales force, so necessary in the jewelry business. 

(Please turn to page 57) 
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I938—So What?..... Add 


# begin this word 


picture let’s use for a background the fact that retail dis- 
tribution is the nation’s third largest industry and that its 
annual volume exceeds 30 billion dollars. Consider that 
it serves as a universal provider for more than 100 million 
consumers. Then picture the proportion of this dollar 
volume that jewelers can snare and you have at least a bit 
of an idea. 

Regardless of how you finished 1937 there’s encourage- 
ment in the fact there are 42 million savings bank deposi- 
tors, 64 million holders of life insurance policies, and 12 
million shareholders in American corporations. And that’s 
some backlog! 

Naturally, considerable in paper profits was lost by the 
twelve million shareholders in the last 90 days, and it was 
this group that primarily affected the Xmas business. But 
that’s water over the dam. Nothing can be gained from 
it but experience. If you’ve learned something about 
what not to do as well as what works successfully you’re 
ahead of the game. 

Socrates said something when he uttered, “Let him that 
would move the world first move himself.” And Sopho- 
cles said another motivating mouthful when he remarked, 
‘Heaven never helps the man who will not act.” Both 
these gentlemen might have been addressing retail jewel- 
ers’ conventions. We don’t know! 


Asout TIME-PAYMENTS 


Before your Observer gets round to suggesting how to 
make 1938 profitable, let us look over some facts. First, 
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Business Like Home 


the Time-Payment impulse warrants a paragraph, for the 
drives in that direction are gaining terrific impetus. Bear 
in mind motor cars lead in this phase, about 60 per cent of 
all sales being on time. Then household appliances with 
54.9 per cent, and furniture next with 48.3 per cent. 

When you know the annual income of the typical Amer- 
ican family in the average small city is close to $1500, 
it’s not hard to understand why budget-buying is the only 
answer to turnover. 


FEATURE NATIONALLY KNOWN BRANDS 


The next and second item worthy of mention is the 
absolute necessity for you to build your stock around 
nationally advertised brands. For though the tendency 
is to seek exclusive, not advertised, merchandise, the risk 
increases in proportion to the amount of it you stock. 
Here’s why! Nationally advertised brands have a liq- 
uidation value of 100 cents on the dollar. Unknown 
brands stay on the shelves longer because their maker does 
not specialize as highly as does the famous brand maker. 

To define this further, let us see why advertising re- 
duces cost to consumers. Since 1912 the $1500 adver- 
tised automobile has become a better one at $600; the $50 
advertised camera’ became a superior one at $17.50; the 
25 cent can of advertised soup became a better can at a 
dime. ‘Twenty-seven years ago an advertised tire guar- 
anteed 2500 miles cost $25. Today for $12 you get tires 
that last 25,000 miles or more. You'll have to admit ad- 
vertising transformed American life. It produced a revo- 
lution in better living which had never before occurred 
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Faith and Fortitude As Your Assets 


ls What You Make It 


in centuries. And better living is, broadly speaking, just 
what jewelers have to sell! 

Being a process of education, advertising like education, 
to be understood, requires a vision of the intangible. ‘Think 
as the consumer thinks. ‘They are not certain things 
offered “just as good but cheaper” really are equal in 
quality to advertised products, therefore, consumers are 
willing to pay something to insure their purchases against 
uncertainty as to quality. 


Don’t SELL “PRICE” 


Another method of selling jewelers might like to avoid 
is price-selling. The almost inevitable result of price- 
selling is to reduce quality. Consumers of these products 
frequently secure inferior merchandise. They soon learn 
they lack the satisfaction of having that which all know to 
be standard. Knowing that the consumer is king, you can 
perhaps agree that advertising has been the chief economic 
stimulant to him. 

For help in your own store, let me state 12 states ac- 
count for 68 per cent of all jewelry store sales. ‘To this 
add 15 states and District of Columbia and you find they 
yield 90.64 per cent of all sales. The 21 remaining states 
account for the balance or 9.36 per cent. 

In dollars 68 per cent totalled $160,374,000. The 22.- 
36 per cent the 15 states contributed came to $52,506,000, 
and the third group of 21 yielded $22,013,000. If you 
wish to know which group you’re in, a letter will promptly 
be answered by THE JEWELERS-CIRCULAR-KEYSTONE. 
Write! 

Heading my article ““1938—so what?” demands a bit of 
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By 
The Observer 


a hint as to what might be the course to pursue during the 
new calendar year. Since silverware is one of the staples 
in every jeweler’s stock, let me divulge a few figures that 
may be put to work in your store. The government tells 
us 71 per cent of the marriages take place among girls 
from 20 to 25. 

Twenty-four per cent are under 20 and five per cent 
from 25 to 30 years of age. Seventy-five to 80 per cent of 
all flatware is sold for weddings. 

A very recent checkup shows that 46 per cent of the 
engaged girls select and definitely choose their sterling 
pattern before the engagement is publicly announced. 
Fifty-four per cent are then open to suggestions from alert 
jewelers as soon as the newspaper society columns carry the 
announcements. 


WASHINGTON DoESN’r CONTROL WEDDINGS 


Out of every million families in this country there are 
33,000 brides and no particular area has more or less 
brides than another, whether you be located North, South, 
East or West. Jewelers in the farm areas of the north- 
west and southwest will be glad to know the September in- 
come from crop marketings was 64 million ahead of Sep- 
tember 1936. ‘Total September income from same source 
this year was 816 million. Income for first nine months 
of current year was 603 million ahead of same period 1936. 
This should surely effect the “crop” of Spring brides! 

A word or two about diamonds. The Wall Street 
slump and European anxieties have affected the anticipated 
50 million dollar 1937 trade which was expected to in- 

(Please turn to page 57) 








Photo by Acme 


@ Regimental clock, the 
work of the late Russian 
court jeweler, Carl 
Fabergé, among the 
treasures of the House of 
Romanoff. The double 
headed eagle is that of 
the Imperial Cavalry 
Guards. The clock con 
tains a music box which 
plays a march 
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@ A samovar of silver in 

the style of the early 

Georgian period of Eng- 

land. The handles are of 

ivory and the inside is 
gilded. 


@ Easter egg of spinach jade decor- 
ated with pansies of enamel and sup- 
ports of gold-on-silver twisted leaves 
and twigs set with diamonds. The 
diamond-encrusted easel folds to fit 
inside the egg. Eleven red enameled 
medallions lift, reveal tiny miniatures. 


Photo by Acme 


A $2,000,000 exhibit 
of Romanoff jewels, created by Carl Fabergé, Russian 
Imperial court jeweler for 50 years, the greatest collection 
ever assembled outside of Russia, was shown to New 
Yorkers for one month in November and December of 
last year at the Hammer Galleries, 682 Fifth Ave., by 
Fabergé’s closest associate and intimate friend, Henry C. 
Bainbridge, who recently arrived in this country to make 
a lecture tour. 

Fabergé, known as the Cellini of the North, served 
under Tsars Alexander III and Nicholai II, and also 
designed settings and objects of art for Edward VII and 
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Photo by Acme 


@ A clock of exceptional craftsmanship which chimes full 

time every quarter hour. It is of Russian Eaglestone (ortletz) 

with silver mountings and is set with 17 Ural emeralds and 
20 sapphires. 


George V of England, the King of Siam and the Shah of 
Persia. He died in exile in 1920 in Lausanne, Switzer- 
land, at the age of 72, a homeless and heart-broken old 
man. 

Included among the examples of his work inthe ex- 
hibition comprising about 260 items, were jeweled snuff- 
boxes and cigarette cases; ‘“‘bibelots”; figurines of jade; 
a silver replica of a Volga steamboat presented to the 
tsarevitch on his birthday in 1913, and eleven jeweled 
eggs which were the great gifts of Easter in the palaces of 
St. Petersburg. These eggs alone, in their entirety, are 
valued at $1,000,000. 

The collection of Easter eggs comprised the most lavish 
objects in the Hammer display and of the total of 49, 
created by the jeweler over a period of 30 years, the 
exhibition displays eleven. The custom of exchanging 
Easter eggs was of religious derivation in Russia, the 
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Phoio by Acme 


@ Replica of a Volga steamboat, executed in silver with gold 

and enamel decorations. Complete in every detail, even to life- 

boats and electric lights, it has inside a music box which plays 
Volga folk songs and “God Save the Tsar.” 


Orthodox Church laying particular emphasis upon the 
Resurrection of which the egg was a concrete symbol. 

The royal family commissioned Fabergé to lavish all 
ingenuity and artifice on the creation of these, within each 
of which was a wonderful surprise—perhaps a set of 
miniature landscapes, or royal portraits, or intricate 
jewels, always set and embellished with diamonds. 

The replica of the Volga steamboat shown above has 
attracted particular attention during the exhibition in 
New York. In addition to the other details expertly 
marked out in silver and gold on the inside of the boat 
is a music box which plays Volga folk songs and “God 
Save the Tsar.”’ 

Artistically the work represents the best of the inter- 
national French Classic style which linked many of the 
European countries. Not a flaw anywhere in gold or 
silver or gem, marks them as among the most superbly 
manufactured precious articles of our day. 

Fabergé’s designs were strongly influenced by the 
Italian Renaissance as well as by the contemporary styles 
in France. Nowhere is there evidence that he fell greatly 
under the influence of Russian artistry or that part of 
the national spirit which expressed itself in native art. It 
is not strange, for Fabergé’s patrons were of the aristoc- 
racy, not of the common people. 

He maintained an establishment employing a staff of 
as many as 300 craftsmen. Some of the greatest masters 
of Russia worked under his guidance. 

Many of the pieces brought over by Mr. Bainbridge 
were loaned by royalty. Some of these, together with 
stereopticon slides he will show during his lecture tour, the 
itinerary of which follows: Jan. 3, Woman’s Forum, 
Sacramento, Cal.; Jan. 5, Desert Forum, Palm Springs, 
Cal.; Feb. 9, The Dinner Club, Minneapolis, Minn. ; 
Feb. 11, Cranbrook Institute of Science, Bloomfield Hills, 
Mich.; Feb. 18, Goodwyn Institute, Memphis, Tenn. ; 
Feb. 19, Centennial Club, Nashville, Tenn., and March 
16, Morning of Diversion, Boston, Mass. 

Bainbridge, English born and bred, at 32 met Fabergé, 
the Russian of French ancestry, when he was 60, and then 
became his emissary in Europe, for although Fabergé lived 
in St. Petersburg and was the jeweler to the Russian 
court he was patronized by all the royalty of Britain and 
the Continent. 

In addition to the articles illustrated herewith the col- 
lection contains many other articles worked out in gold 
and silver by the Russian Imperial Court jeweler which 
are unusual in design and wrought with the same fine 


skill. 

















F'TER all it seems but a short time ago since the writer was wishing vou all a 


Happy New Year. 


Tempus Fugit—and seems to be doing it with tri-motor’s wider wings, and sailing 


with the wind. During the past week millions upon millions of greeting cards, tele- 





grams and letters have been sent to friends from one end of this country to the other. 
‘These messengers of good will mean much more, generally speaking, than what may 
be printed or written upon the page. ‘They make life cheerier and happier and prove 
that the heart of all humanity is really tender despite the general assumption of hard- 


boiled business amenities. 


What will the New Year bring to our industry? Can we hope for the elimination ot 
fraudulent and misleading advertising, of brazen and untrue statements printed and 
sent over the air? Will it find the industry cooperating more earnestly and honestly? 
Will it find a stronger support of the American manufacturer by the American retail 
jeweler? Will the Miller-T'ydings law accomplish what is expected of it? Will 
there be time out in regard to the production of new sterling silverware patterns? 
Will the ultimate outlets of jewelry in all its branches adopt more aggressive, broaden- 


ing and effective advertising and an intense effort toward promoting a greater turnover ? 


We would be blind to what has happened to the jewelry business during the past 
few years were we not to recognize the fact that, many of these changes have, to a 
degree, come about. Questionable advertising has, I think, been greatly minimized. 
There are still some who are shouting their wares over the radio telling of the 
glamorous, blue-white, perfect-cut diamond in solitaire mounting for only $9.95, 


nothing down and fifty cents a week. 





The borax and racket are not all out of the jewelry business yet—but public opinion 
is a destructive force when once it forms an adverse conclusion. There are few industries 
that are free of questionable business methods but, generally speaking, most industries 
are busy cleaning house. 

We have as jewelers unlimited and marvelous opportunities. We are in a glorious 
business, a respectable and profitable business if we as individuals have the vision to 


protect and to unselfishly work for it. 


To all and every manufacturer, wholesaler, retailer, jeweler and their families, | 


extend a sincere wish for a Happy, healthful, peaceful and prosperous New Year. 


B. J.D. 


Marty hob yl 


Vice-President. 
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Jewelry Clips Popular for 1938 by C. A. Jakobb 


The clip in jewelry will assuredly be as popular in 1938 as it has been in the recent 
past. Although the clip is a comparatively new form, having been introduced in 
Paris in 1928, and here about a year later, its permanency is assured, for its two-fold 
characteristic of beauty and utility give it a place along with the brooch, (of which 
it is really an adaptation), the ring and the bracelet, universal and time-enduring 
forms of jewelry. 
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Importers of Fine Diamonds,—Every Variety 
607 FIFTH AVE. Phone PLaza 3-0267 NEW YORE 









When ordering, specify millimeter measurements and style-marks. It is advisable 
not to start a piece until stones are at hand. Even with thousands of pairs one 
frequently lacks exact size or shape a designer has drawn. We ship the nearest to request; it answers almost always. 


Producers of the NEW _4 2) /everidge. MILLIMETER GAUGE & WEIGHT ESTIMATOR 
‘“‘Diamonds of Leveridge Quality’’ are specified by leading jewelers throughout the nation. 








One service we have rendered our trade has been the producing of 


The NEW AD evertdge. MILLIMETER 


GAUGE AND WEIGHT ESTIMATOR 


Patents Pending—Copyright 1937 


Accurate, 3-dimensional measuring of Loose and Mounted 


In combination with a 34 page Stones, Pearls, Metal Openings in Metal and RING SIZES. 


celluloid copyrighted estimat- Closest estimating, so far, of weights of MOUNTED brilliants 

ing set, incorporated in the and size needed to fit bezels or claws. 

fine leather sipper case that The first publishing of approximate estimated weights of 
houses the instrument. MOUNTED BAGUETTES, EMERALD-CUTS, SQUARES, 


MAROUISES, PEARLS. 


Speedy, practical Appraising of INSURANCE VALUATIONS 
AND ESTATES. 


Registering Valuables; Ordering Duplications and Stones to 
fit Settings; avoids shipping mountings for fitting. Avoids 
waiting. 

Practical MEASURING of RINGS for FINGER SIZES. 


A D Leveridge. 


IMPORTERS AND PRODUCERS OF FINE DIAMONDS 
607 FIFTH AVENUE, NEW YORK 
AMSTERDAM: PLaza 3—0267 ANTWERP: 
47 Sarphatistraat —0268 86 rue du Pelican 


Instrument developed and produced in one of the finest Micrometer 
shops in Switzerland, under the personal supervision of its inventor, 
Mr. Athos D. Leveridge. Slides impressed by Whitehead-Hoag, Newark. 





—_ 





48 THE JEWELERS’ CIRCULAR-KEYSTONE 
for January, 1938 














Cats-Eye Among Hardest 


by ROBERT M. SHIPLEY 


President, Gemological Institute of America 


@ This superb cat’s-eye, treasured 

in the American Museum of Natural 

History’s noted Morgan Collection, 

is one of the finest in the world. It 
weighs 47.84 carats. 








American Museum of Natural History photo 


Q.—what causes the “eye” 
in the cat’s-eye P 
A.—It is caused by tiny layers or canals usually ar- 
ranged in the direction of the main axis. These canals, 
although formerly thought to contain inclusions, accord- 
ing ty recent German decisions are hollow, and 25,000 
have been counted in the square centimeter (i.e., about 34 
in.). The result is a sort of iridescence from the canals 
of the cat’s-eye which produces a kind of a sheen. 
* * & 
Q.—Does any other gem exhibit an “eye” such 


as is found in cat’s-eye P 

A.—It must be pointed out that “cat’s-eye” has for 
years been commonly applied to the quartz cat’s-eye and 
for this reason, the truly precious, or Oriental, cat’s-eye 
has been thought of as a low priced gem. While the 
quartz variety does often exhibit a pronounced eye, it 
does not possess the beautiful silky sheen nor the sharp 
pupil shown by the Oriental cat’s-eye. Other gem 
varieties which may exhibit an eye are tourmaline, sap- 
phire, ruby, chlorastrolite, and sillimanite. The latter 
two have rarely been cut as gems. 


* * * 
Q.—To what species does the Oriental cat’s-eye 
belong P 
A.—It is a variety of chrysoberyl. 
: * * * 


Q.—Does the Oriental cat’s-eye have any imi- 
tations P 

A.—None that are not immediately discernible. 

+ * * 

Q.—What is the most valuable Oriental cat’s- 
eye? 

A.—The light, slightly greenish-yellows (honey-yel- 
low) and those rarely seen greens closely approaching 
an emerald in color are most valuable. Silvery white 
bands are preferred by some, golden yellow by others. 
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Fine qualities of alexandrite cat’s-eyes are rare and highly 
prized. The cat’s-eye is especially suited as a man’s ring 
stone. Price range—a few dollars to many hundreds of 
dollars per carat. As to size, the comparative value of 
all chrysoberyls is high because of their high specific 
gravity—a small cat’s-eye, for instance, weighing much 
more than an emerald of the same size. 
* * * 


Q.—Is the Oriental cat’s-eye a durable gem? 

A.—It is the third hardest of gems, having a hardness 
of 8%, and is very tough, which qualities make it one of 
the most durable of gems. 

# * * 

Q.—What are the most important sources of the 
Oriental cat’s-eye? 

A.—Brazil and Ceylon are the most important sources. 
It is also found in commercially insignificant quantities in 
the Ural Mountains of Russia. 

* * * 

Q.—Are large Oriental cat’s-eyes common? 

A.—No. The mineral as a rule occurs as pebbles 
which are very rarely larger than a good sized coffee bean. 
However, large stones do sometimes occur. The largest 
Oriental cat’s-eye ever reported was in the famous Hope 
collection ; this stone was two inches long and nearly two 
inches wide. It is reported that the second largest cat’s- 
eye known was contained in the crown of the King of 
Kandy until it was captured from him in 1815. Another 
large stone of this variety was sold in America which 
weighed 80.75 carats. In the American Museum of Nat- 
ural History there is a magnificent one which weighs 
47.84 carats. Still another fine one is in South Kensing- 
ton Museum, London. However, this phenomenal gem 
is so highly prized by Oriental potentates that it is gen- 
erally believed that perhaps the largest and finest stones 
have never left their grasp and consequently have been 
unreported in any writings about this gem. 
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Importers and Cutters of 
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Far above Cayuga’s waters” 


is the Cornell University campus while down in the 
hustling little city of Ithaca, N. Y., R. A. Heggie & Bro. 
Co. conduct a manufacturing and retail jewelry business. 
The business was established back in 1875 by Robert A. 
Heggie. His brother, Willis C. Heggie, joined him in 
1886 and the firm name of R. A. Heggie & Bro. was 
adopted. In 1890 H. R. Hawkins came to Ithaca and 
became an employee of this firm. In 1906 the business 
was incorporated as R. A. Heggie & Bro. Co. Both of 
the Heggies have been dead for a number of years, but 
the business goes on under the direction of H. R. Haw- 
kins, vice-president, treasurer and general manager. 

During all these years the Heggie business has wel- 
comed the patronage of Cornell University students and 
for years made many of the fraternity pins worn by 
the students. ‘This business has now drifted into other 
channels, but many of the society and club pins and 
charms are still being produced in the Heggie establish- 
ment. These include the men’s senior honorary societies 
at Cornell-—‘“‘Sphinx Head” and “Quill and Dagger’— 
and for the junior societies—‘‘Aleph Samach” for men 
and “Raven and Serpent” for women, Cornell Widow 
Keys, and Annual Charms for the Cornell Year Book 
Board. The social society members of “Mummy” and 
“Majura” still depend upon Heggie for their pins, and 
other special pins and charms for individual groups are 
also made in the plant, such as Oracle Charms for Ithaca 
College. 

“Most of our dies are not made in our shop at pres- 
ent,” says Mr. Hawkins, “but we do all the other work— 
melt the gold, enamel and finish the articles made. 

“The Cornell University students of today are dif- 
ferent in many ways from the students who visited our 
store years ago. They are more anxious to get new and 
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@ Left--The store of R. A. Heggie & Bro. Co. showing 
new front recently installed. 


@ Below—A view of the Cornell Campus with the lake 
in the distance. 





up to the minute merchandise and they are more apt to 
insist on this point than was formerly the case,” said Mr. 
Hawkins. He added that more women students at Cor- 
nell have shown considerable interest in special jewelry 
offerings and that the window displays have called their 
attention to the line of perfumes and face powders carried 
by the company. 

“The old gold business has dwindled down to an occa- 
sional purchase, but for a time we did about $1,000 a 
month in this line. We do not see much future in this, 
but still take in and sell old gold as it is brought to us,” 
he declared. 

In addition to Mr. Hawkins, who does fine general 
watch repairing and makes fraternity jewelry, the staff 
consists ot W. F. Shierly, a director, who does fine jew- 
elry and clock repairing; A. I. VanAtta, engraver and 
watch repairer; Miss Marion Bulkley, secretary, and 
Miss Helen T. Cornelius, clerk. C. D. Blackman, presi- 


dent, takes no active interest in the business. 
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Investment Factors of Precious Stones 
By SYDNEY H. BALL 


OVE of adornment is probably as old as man himself. 
The earliest man, like the savage of today, bedecked 
himself with a wild boar’s tusk, a bright red berry or q 
brilliantly colored feather. From such beginnings oyr 
jewelry, satisfying similar desires, has evolved. 

Sir Richard I. Burton refers to the diamond “as a rare 
coin of higher value, an unburnable banknote,” but gems, 
while one of the most valuable of commodities, have rarely 
Prior to about 800 B.C. when the 
first coins were minted, precious stones together with gold 
and a few other commodities were as near a measure of 
Precious stones, together with for- 
eign currency and bullion are, or were a short time ago, 


been used as currency. 


wealth as existed. 


however, accepted in payment at the Torgsin stores, where 
the foreigners in Russia are able to buy some of the 
necessities they are accustomed to in their own countries, 
It will be remembered that the Bolshevik government 
after its defeat before Warsaw paid the Polish govern- 
ment an indemnity in jewels. It is stated that China in 
the T’ang dynasty (618-960 A.D.) had three classes of 
currency: the highest, pearls and jade: next, gold and, 
lastly, silver (Collins Mineral Enterprises in China, 2nd 
edition, page 3). 

‘The Chinese treasury in the middle of the last century 
was depleted, and among other expedients the emperor, 
Hsien Feng, seriously proposed to issue counters cut from 
jade in place of metallic coin. “Turquoise beads in Thibet 
are current as small change even in the payment of taxes, 
one bead being worth from three to four cents. Cat’s-eye 
in the middle ages is said to have been used as currency in 
certain parts of India. Wampum, a form of jewelry, had 
a fixed value and was accepted as a medium of exchange 
in pre-colonial and colonial America. “Two hundred years 
ago in the diamond fields of Brazil, rough diamonds cir- 
culated within the mining district as gold dust did in 
the ’49 days of California and fifty years thereafter in 
Alaska. Among many tribes of the American Indians, 
rare minerals had a high and more or less stabilized barter 
value approaching the status of currency: turquoise among 
the Pueblos, nephrite artifacts in northern South America: 
obsidian in Guatemala, Mexico and California: magnesite 
in California and soapstone among certain of the Eskimo. 
Father Benedict Goes found pieces of jade acceptable to 
cover traveling expenses on his voyage from Turkestan to 
China. In the 15th century, amber among other sorts 
of merchandise had a stabilized value in the extensive area 
under the commercial control of the Hanseatic League. 
Countess de la Motte, one of the principals in the Dia- 
mond Necklace robbery in 1785, having by fraud $400, 
000 worth of diamonds in her possession, used them 
as pocket money, giving one, it is reported, for a couple of 
pots of pomade. Stanley in his first African transconti- 
nental trip found the wives of the chief Chumviri at 
Stanley Pool wearing copper necklaces. Each wife had 
from 44 to 90 pounds of necklace welded around her 
neck. This wealth seemed “frozen” should one of the 
dusky ladies die, until the chief upon being questioned 
showed his financial acumen, if not his humanity, by draw- 
ing his finger rapidly and meaningly around the neck. 
While not currency, these ornaments were at least capital. 
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Not so many years ago, any banker could name a long 
list of “investments” in which the owner’s principal and 
‘terest were safeguarded. At present the pessimist holds 
that investments are non-existent. In the Western World, 
precious stones have never been an investment, for the 
return they make, the radiation of beauty, is not negoti- 
able at the receiving teller’s cage: in the Orient, however, 
with its less highly evolved financial structure, gems have 
for centuries been considered investments. 

For 3860 years man has been mining emeralds and for 
some 2700 years diamonds, rubies, and sapphires. As 
gems are to all intents and purposes indestructible, prac- 
tically all gem stones (excluding of course industrial 
stones) that were ever mined are in existence. The value 
of the world’s stock of precious stones cannot be 
accurately gauged but is estimated to be worth over 
$5,000,000,000 and probably more nearly $6,000,000,000. 
India and the United States are notable for their stores 
of gems as Czarist Russia was. Religious shrines, kings, 
the rich and poor are the owners. 

Since civilization began, gold has been the standard of 
value and as a commodity is in a class by itself. Precious 
stones, however, hold a high rank among other commod- 
ities, and no other group has been so highly esteemed 
over a period of years and enjoyed as steady an apprecia- 
tion. Fine gems are the only luxuries which do not de- 
teriorate after purchase: a car, driven a block from the 
dealer’s salesroom, is second-hand: fine clothes or furs 


(*Minerals Yearbook, 1934: Washington, D. C., Page 1085). 
(**Economic Geology, Vol. XXX, 1935, pages 638-9). 


scarcely outlast a season. As blustering but artistic Ben- 
venuto Cellini said, “Diamonds, rubies, emeralds and 
sapphires never grow old: all these four are real jewels 
and worth buying.” Elsewhere I have published a graph 
of the price of a fine one-carat diamond from 1550 to 
date*: those of emerald, ruby and sapphire from 1778 
to date: and in addition a consolidated price curve of the 
four gems from 1860 to date.** 

In the past 150 years, ruby prices have increased five- 
fold: sapphire prices thirteenfold: diamond prices twenty- 
fold and emerald prices twenty-sixfold. The figures used 
are retail prices quoted by reputable jewelers. The retail 
jeweler’s overhead from the very nature of his business 
is high and in financial crises, resale at cost price may be 
dificult or even impossible but the graphs show that any 
one of the stones purchased at retail prior to 1910 would 
even have shown the owner a profit in the dark days of 
1930. The wise speculator in gems as a commodity, of 
course, purchases unmounted or sitaply mounted stones 
upon the advice of a reputable jeweler, paying thereon a 
broker’s commission. Fine stones of from one to 10 
carats alone should be purchased for such stones enjoy 
at all times the most stable market and the best demand. 
Such stones, it is believed, will enhance in value over a 
period of years. 

Precious stones are desired because of our love of the 
beautiful, our inherent love of display (either for its own 
weak sake or because it marks one’s official or social posi- 
tion) and on account of the intrinsic worth of gems 

(Please turn to page 54) 
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Investment Factors of Precious Stones 
(From page 53) 


through the ages. The excellent record of gems as com. 
modities is due principally to the following factors: 

1—Rarity. Fine gems are nature’s rarest products, The 
important emerald and ruby mines are either shut down 
or are producing on a very limited scale: the future 
sources of sapphires appear inadequate and the supply 
of diamonds is not only controlled but incidentally the 
fields may prove to be much more short-lived than js 
generally believed. 

2—Enjoyment of an international market. The owner 
of stocks and bonds must first prove ownership and then 
sell in a market where the securities held are known. 
Russian government bonds became valueless when the 
Bolsheviks seized the government and German fixed in- 
come securities, after the war, proved to be almost value. 
less due to currency depreciation. Fine gems have an 
immediate cash value everywhere and it is uncanny how 
little the valuations placed on a fine gem by jewelers of 
New York, London, Singapore, or Bombay vary. 

3—I ndestructibility. Gems are everlasting and survive 
conflagrations, earthquakes, shipwrecks and aeroplane 
crashes. 

4—Great wealth concentrated in a small compass. An 
exile can escape to a friendly shore with a competence for 
life in jewels. Any excess can be buried at his home with 
some chance of later recovery. 

5—Partial immunity from the heavy hand of the tax 
collector, at least in comparison with bonds and stocks, 
real estate and participation in business. 

6—The increasing wealth of the world, barring short- 
lived set-backs. 

In the Middle Ages commercial pursuits were beneath 
the dignity of nobles and money lending was despicable: 
naturally jewels were purchased by the elect. The regalia 
and privately owned jewels of popes, kings, and emperors 
have since the time of the Romans been a dependable 
source of ready money to furnish a war chest or to live 
on in exile. The Stuarts’ jewels served both purposes. 
Catherine of Aragon when she and Henry VIII began 
to jar upon one another, wrote her father, ‘I have nothing 
for chemises. Wherefore by your Highness’ life 1 have 
now sold some bracelets to get a dress of black velvet for 
I was all but naked.” Sometimes a single pawning of 
jewels did not suffice. When England and Wales were 
in revolt, Prince Edward counted on the jewels of his 
mother, Eleanor of Provence, consort of Henry III, to 
pay his troops. To his dismay, he found she had already 
pawned them to the Knights Templar. Edward with a 
few chosen companions appeared at the Treasury, gained 
admittance thereto by claiming he wished to satisfy him- 
self that the jewels were being properly guarded and 
seized them and an additional £10,000 in coin. Eleanor 
immediately re-pawned the jewels to French financial 
interests. Coming to more recent times, queerly enough, 
the Regent or Pitt Diamond impartially aided those two 
great rivals of 125 years ago, it having been the founda- 
tion of the Pitt family fortune and later furnishing Na- 
poleon the financial sinews for his earlier wars. It is 
said of that spendthrift, George IV of England, that he 
once procured ready cash on personal jewelry at a pawn- 
shop. This had advertising value, and the astute pro- 
prietor added to his sign, ‘““Pawnbroker to His Royal 
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Highness George the Fourth.” The royal ministers were 
sandalized and the king deeply mortified: it cost real 
money to have the obnoxious phrase deleted. 

The financial and economic structure of western Europe 
and the United States has changed markedly in the past 
150 years. Few corporations as we know them today then 
existed: stock exchanges were primitive institutions: and 
few people were acquainted with stocks and bonds. Fur- 
ther, on the average, life and property rights were less 
secure than they were before the World War. Life sav- 
ings were in consequence largely placed in physical prop- 
erty. Kings had their crown jewels: people of moderate 
means their jewelry and the countrywoman her gold neck- 
lace. Kings stil! have their regalia and the country 
woman, and we may cite particularly the Dutch and 
French peasant woman, still owns jewelry beyond her 
apparent position in life. The rich and those of moderate 
means of western Europe and America prior to the World 
War, however, had a smaller percentage of their wealth 
in jewels than did their ancestors. Notable exceptions 
existed. Hetty Green at her daughter Sylvia’s marriage 
to Mathew Astor Wilks blazed with diamonds for she 
was accustomed to buy the gems to hold until someone 
wanted them at a price which showed her a handsome 
profit. “Diamond Jim” Brady, while still a struggling 
traveling man, haunted pawnshops, and, as he knew his 
gems, from time to time picked up a bargain. During 
his life he is supposed to have spent $2,000,000 on precious 
stones. An earlier group of Americans, the Zuni, used 
turquoise as a savings bank: and even today when the 
wool of their flocks is sold in the spring, they pay their 
debts at the traders and buy turquoise with the remainder. 

The after-effects of the war have appreciably chanyed 
the trend in the western world. For the past 20 years, 
fear of depreciation of the currency, lack of confidence 
in certain stocks and bonds, the danger of property con- 
fiscation and religious persecution have led many a Ger- 
man, a Frenchman, an Italian, and an Austrian, and 
even an Englishman and an American to purchase fine 
jewels, if not as an investment,: let us say as financial 
protection against what the future might bring forth. 

The experience of Vienna during the last two decades 
is worth noting. War at first apparently killed the local 
jewelry trade: in 1917 and 1918, however, Austrian war 
profiteers bought jewels in quantity. During the financial 
crisis following the war, selling of Austrian jewels began 
and the world’s gem merchants realized that these jewels 
were cheap if their own still undepreciated currency were 
used in the purchase. Eventually the Austrian sellers 
found to their distress that while the price in crowns 
was at the time of sale highly advantageous, further de- 
preciation of their currency resulted in the posession of 
practically worthless paper instead of the beautiful ‘“flow- 
ers of the mineral kingdom.” 

England, the asylum of deposed princes and of political 
refugees, in an earlier day became eventually the owner 
of their collections of engraved gems and latterly of their 
jewels. Such of the royalists as escaped from France in 
the latter part of the 18th century took their jewels with 
them and, selling them one at a time, existed until they 
established themselves in their adopted country. The 
Phenomenon was repeated by those Russian nobles and 
intelligentsia who escaped from Bolsheviki Russia. Jewels 
were hidden in the women’s hair, in their hats and in 

(Please turn to page 56) 
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Investment Factors of Precious Stones 
(From page 55) 
their clothing, and even swallowed. One white Russian 
before escaping sold what he could, bought a fine dia- 
mond, and substituted it for a large molar filling. At 
Harbin he sold the stone for enough to establish himself 
as a merchant. Mexican women of no social position own 
jewelry out of all apparent proportion to their station: 
they know the jewelry can be hidden from the revolu- 
tionist and that, in their old age, it can be sold or pawned 
at the Monte de Piedad. A century ago the better class 
of Mexicans had a vast amount of capital in diamonds 
and pearls, due to their fear of industrial enterprises. 
Peru, after her disastrous war with Chile, was so im- 
poverished that many families lived for some years there- 
after from the proceeds of the sale of their jewels. 
(To be continued) 


London Diamond Market 


“Prices Firm with Scarcity of Better Grades” —Production 
Continues at Dutoitspan and Bultfontein Mines 
—1938 Regarded with Confidence in 
the Diamond Trade 


Lonpon—The recent set-back on Wall Street has had 
its repercussions throughout the world, the diamond indus- 
try being affected to the extent that diamond trading 
here in December was unusually slack for the time of 
year, and diamond cutting factories in the Union of South 
Africa have, with two exceptions, been closed temporarily. 


The two factories remaining open have important cop. 
nections and a substantial amount of work in hand. 

A De Beers director announced that the diamond mar. 
ket has developed flatness, but that diamond output at 
Kimberley is to proceed normally. De Beers is working 
two shifts per day at the Dutoitspan mine and one at the 
Bultfontein, and no curtailment of production is cop. 
templated. The Dutoitspan mine resumed work in May, 
1936, and the Bultfontein in July, 1937. 

Diamond men here describe the market as abnormal, 
This abnormality is expressed in an unusually quiet Yule. 
tide market with a complete absence of any pressure to 
sell. 

“Prices remain as firm as ever,” said a member of the dig. 
mond trading firm of Backes & Strauss to THE JEWELERS’ Cr. 
CULAR-KEYSTONE, this week, “and except for an isolated case 
here and there where a holder is anxious to realize, nothing 
at all cheaper comes into the market—in fact, the stocks that 
are being shown are smaller than usual, and there continues q 
marked scarcity of better class goods in the higher colors. 

“Fine quality top white, or blue white stones, whether clean 
or slightly marked are commanding high prices. While in all 
classes the market exhibits a surprising firmness, the only 
goods that come a little cheaper are of poor quality or dark 
in color.” 

It is not unusual for trade to slacken off just before 
Christmas and, as the firm points out, while the optimistic 
Yuletide prognostications are having to be scaled down 
somewhat, 1938 prospects are regarded with confidence 
in the diamond trade. 

Back in November unsettled world conditions were 
prompting diamond operators to proceed with caution, 
and the Diamond Corporation announced its intention of 
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The Zircon, according to tradition, 
strengthens the heart and mind; and- 
brings to the wearer a bounty 
wealth. The Zircon, truly, is a 
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holding back supplies of rough from the market and show- 
ing no further shipments for the time being. The polished 


market has felt the reaction of Wall Street but prices | 


have been maintained. ‘The cutters have been disinclined 
to sacrifice cut goods at lower rates knowing that replace- 
ment will cost them more. Large brilliants of good color 
have enjoyed an active demand with prices on the stiff 
side. Off-color stones, on the other hand, have proved 
rather a drug on the market, they being difficult to dispose 
of even at lower rates. 





Christmas Dollars 
(From page 39) 


When a new article or a new line is introduced in the 


- store, it must first be “sold” not only to Mr. Rank, but 


to the entire sales staff. By listening to the manufac- 
turer's or jobber’s representative, new ideas are obtained 
and the store’s sales force becomes mor familiar with the 
merchandise and thus better equipped to sell it to the 
store’s customers. 

In selling silverware, Mr. Rank has found the silent 
salesman chest a valuable aid. The customer is permitted 
to take the chest, stocked with a set of knives and forks 
of 20 patterns, to her own home and make her choice. 

Rank & Motteram do not use direct mail advertising 
except to reach prospective brides. Upon notice of the 
engagement, a folder bearing the store’s name and con- 
taining literature on rings, silverware, and watches, and a 
ring-size card, are mailed to the bride-to-be, who is 
addressed at the home of the prospective bridegroom. Mr. 
Rank’s theory is that the piece so addressed will be opened 
by the prospective bride in the presence of her fiance, in- 
creasing the possibility that its contents will be given 
attention by both. 

After the wedding her name is placed in an “inactive” 
file, which is sent to the manufacturers who forward her 
literature on suggested jewelry from time to time. 

Mr. Rank advocates cooperation with manufacturers, 
who furnish jewelers with valuable sales material and 
sales ideas. He also believes no business should be without 
its local and state organizations. Besides being a director 
of the Wisconsin Retail Jewelers’ Association, he also is 
a member of the Jewelers’ Publicity Committee, and the 
advertising committee of the Milwaukee Jewelers’ Guild. 





1938—So What? 


(Continued from page 41) 


crease in 1938. Diamond sales naturally fluctuate with 
every trade cycle. No setback similar to that of seven 
years ago is anticipated because the basic position of the 
industry is sound. You'll recall that in 1930 the market 
was disorganized and over supplied. 

Business eyes continue to focus on the Capitol, and our 
President, as this goes to press, seems to be showing a little 
leniency toward industry as a whole. Last year’s (1936) 
national income was 21 per cent lower than for 1929, yet 
the cost of Government engulfed 14 per cent of it. And 
this cost was 11 per cent higher than 1929. 

In summary, 1937 recession in business does not con- 
tain the elements which will make it a repetition of the ’29 
to’32 era. Recovery can be regained by tax revision, bud- 
get-juggling, less regulation and a more detailed clarifi- 
cation of Government policy possible via the “fireside 
chat” route. 
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five lessons will guide you in the 
method of applying a practical form 
of using painting and drawing for 
jewelry designs. 
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ACTIVE PARTNERSHIP WANTED 


Young man, 36, with sales and executive experience, having thorough 
knowledge of the diamond field and jewelry in general, desires to 
invest up to $10,000 in a well established business, preferably 
jobbing, manufacturing or importing, which can withstand thorough 
investigation. Only principals need reply, giving sufficient details to 
merit investigation. Replies will be held strictly confidential; 
present associates being acquainted with this advertisement. 


Write, Box A, 7535, care Jewelers’ Circular-Keystone. 


WESTCO QUALITY LEATHER STRAPS 


Always priced right. 














Always dependable. 
Always a large selection. 


See our new numbers priced to meet your every demand at 
a profit to you. 


WESTERMAN MFG. CO. 


136-140 W. 2ist St. 


9 New York, N. Y: 
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Bigger Profits with Pittco Store Fronts.” 


Pittsburgh Plate Glass Company, 21444 Grant Bldg., Pittsburgh, Pa. 
Please send me, without obligation, your book entitled “Producing 


Dress your Store 


in its SUWOAY Besr” 


Kvery Day in the Week 





667 NOME IN! You'll enjoy shop- 
ping here.” That’s what a 
Pittco Front on your store will say 
to all who see it... and almost every- 
one will! With its eye-catching 
beauty it will attract and invite cus- 
tomers, build sales, increase profits. 
For a Pittco Front is on the job... 
every day in the week . . . in its Sun- 
day Best ... bringing you new custo- 
mers and helping you to hold the 
business you have already gained. 
Dress up your store . . . and go 
places! Modernize with a Pittco 
Front. When remodeling, consult an 
architect to assure you a_ well- 
planned, economical job. Our staff of 
store front experts will gladly cooper- 
ate with him in planning a front to 


ee 





suit your needs. Mail the coupon for 
facts, figures and photographs that 
explain in detail how Pittco Fronts 
produce bigger profits. 

Be sure to see the Pittco Store 
Front Caravan now on a nation-wide 
tour. Contact our local branch for 
specific information as to when the 
Caravan will visit your territory. 





“SUNDAY BEST” is 
everyday attire for 
this Jewelry Store in 
Knoxville, Tennessee. 
A modern, inviting 
Pittco Front designed 
by Architect Claude 
C. Brockney, did the 
job of lifting it from 
the commonplace — 
giving it sales appeal 
that brings the casual 
shopper in ...to buy! 















PITTSBURGH TIME PAYMENT PLAN 


You can take up to 2 years to pay for 
your Pittco Front. Pay 20% down— 
the balance out of income. 


PITTCO 


TORE FRONTS 
_glars...melal... paint 


) of, PITTS BURGH, (7p 


PLATE GLASS COMPANY 
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Diamond Grading And Gem-Testing Instruments 


We are agents to the 
jewelry trade for Zeiss 
and Bausch & Lomb micro- 
scopes and loupes and 
for all important gemo- 
logical instruments manu- 
factured abroad. If more 
specialized instruments 





can be manufactured we 
produce them ourselves, 
including the new Dia- 
mond Eye-Loupe, Dia- 
mondscope, Diamond Im- 
perfection Detector and 
Polariscope. 


As a result of research work in our laboratory, we are prepared to recommend—and usually 
to supply—the most efficient instrument for your purpose. 


GEOMOLOGICAL INSTITUTE OF AMERICA 


(with which American Gem Society is affiliated) 
3511 West Sixth St. Los Angeles, California 
































1938 Will Be More Prosperous 
for Some!!! 


Experienced older men and young beginners in all the most important lines 
of endeavor are pursuing study courses to increase their ability and busi- 
ness income. Millions were enrolled in adult educational courses this year 
in the U. S. alone. 


In the jewelry trade such courses promise to become necessary for proprietor 
or watchmaker salesman to maintain one's former position or to assure one's 
business future. They are establishing a new profession—that of Registered 
Jewelers—who pass examinations in fundamental gemology, precious metals, 
jewelry and scientific diamond grading; and of Certified Gemologists — the 
diamond and gem specialists—who pass similar exams and also exams in ad- 
vanced gemology and knowledge of diamonds. Over 500 jewelers have com- 
pleted or are studying gemological courses. 


These men are then: kept informed of new facts which will increase or pro- 
tect their business and its customers. 


Inquire today, signifying whether you wish to consider a 32 year course for Certified 
Gemologist title. 


AMERICAN GEM SOCIETY 


555 S. Alexandria Los Angeles, Calif. 
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SILVERWARE THE YEAR 


ROUND 






By 
Gordon 


News Service 


@ Left—An attractive silver win- 
dow display. 


@ Below—Another silverware win- 
dow at True Bros. store 





See is no longer 
an item to be plugged only for June weddings, according 
to G. A. Borg, manager of True Brothers jewelry store, 
Springfield, Mass., who makes silver a year round item, 
and gathers larger profits from it. True Brothers plug 
silver for gifts for all occasions and find that now more 
than ever before, weddings are popular. True Brothers 
display and feature silver for Winter brides. 

Windows are consistently used for silver displays. The 
store has four large show windows—two on the main 
street of the city and two on a side street. While fea- 
turing hollowware in one window on the Main Stem, the 
store will perhaps be featuring flatware in one of the side 
windows. 

Consistent advertising is another thing that Mr. Borg 
claims is responsible for the large amount of business in 
silver. Advertising is done in small publications of var- 
ious organizations, in the daily newspapers, in the semi- 
weekly Shopping News and in the Sunday newspaper’s 
rotogravure section. 

A careful record is kept of what every bride purchases. 
This, Mr. Borg says, means greater profits for the store. 

“When a prospective bride makes a purchase in our 
store,’ Mr. Borg said, “we make out a file card in her 
name together with the complete description of the articles 
purchased. She is bound to tell someone she has bought 
such-and-such an article from True Brothers, and the per- 
son will come to us when she wishes to purchase a gift for 
the couple. We are able to advise her on what the bride 
has purchased as well as what others have purchased to 
send as gifts. This prevents duplication. We are also 
able to supply additional pieces, especially in silverware, 
$0 that patterns match and the bride has all of one kind 
instead of several different kinds. Maybe two or three 
years from the time she is married, she will want to add 
to her silver service, and we are able to duplicate the pat- 
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This service means additional business 


tern and style. 
through the years. 

“There are many factors that go into building a good 
business. This store has a good: reputation for honest 
merchandise, honest prices and positive guarantee, but this 
alone will not bring more business. We must also be good 
merchandisers. I have already mentioned some of the 
things we do to merchandise our goods. One thing that 
I have not mentioned that is very important in merchan- 
dising silver, is to sell the chests. We know that many 
are unable to purchase the chest outright, so we must also 
keep our silver table and sell in small lots, but we try con- 
stantly to sell the chest. To those who cannot buy the 
chest outright, we offer, as in all of our departments, our 
divided payment plan. This is a dignified credit plan that 
works successfully. This enables practically everyone to 
buy the chests of silver and means greater profits for us. 
We do not use high pressure methods, so called, in selling 
these chests, but use dignified business methods and argu- 
ments in favor of the chests. 

“In summing it all up, merchandising of silver, calls for 
year round merchandising, consistent advertising, offering 
the bridal record service, good window displays, divided 
payments and plugging the silver chest in a dignified 
manner.” 












reatin 





eal for Silver 


Thousands Finding 
Brooklyn Museum Ex. 
hibition of the Prod. 
ucts of the Crafts. 
man’s Hammer and 
the Manufacturer's 
Plating Bath One of 
Exceptional Interest 





@ Two divergent forms of con- 
temporary design, the candelabra 
and centerpiece in a naturalistic 
motif, and the dinner service in 


geometric pattern evidencing 
the influence of modern archi- 
tecture. 


@ The lustrous quality of silver 
is brought out by the large 
polished planes and the curves 
in the sterling bowls loaned by 
R. Wallace & Sons Mfg. Co., Inc. 


A comprehensive exhibition 
of silver at the Brooklyn Museum has been increasing the 
desire of thousands for a better appreciation of the beauty 
and charm of the lustrous metal for home use and per- 
sonal adornment. 

Although the 1937 Exhibition of Contemporary In- 
dustrial and Handwrought Silver is another in a series of 
semi-annual industrial shows conducted by the museum 
officials there declare it to be one of the most popular yet 
held, and believe that it will undoubtedly do much to 
stimulate a desire for silver on the part of those who see 
the show from Nov. 20 through Jan. 23. 

Arranged to give a picture of current trends in design 
the exposition includes material to demonstrate industrial 
processes and techniques, as well as a collection of old 
pieces of great value, both from historic and artistic points 
of view. 

In a small room, through which the public enters the 
long exhibition hall, is shown three large cases which con- 
tain representative work of the early American silver- 
smiths of New York, New England and the South re- 
spectively. This display provides the student a background 
on which to trace the development of typically American 
forms. 

Notable American pieces in the show are the John Con- 
ey cup, made in 1701, lent by the Fogg Art Museum 
through the courtesy of Harvard University; an engraved 
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Courtesy of Brooklyn Museum 


mug by Paul Revere; a pair of flagons (circa 1750) by 
Benjamin Burt of Boston; a tankard made in 1698 by 
Jacob Boelen of New York; a porringer by Bartholomew 
Schaats; a tea service in the Adam tradition (circa 1785) 
by John Vernon of New York; a pair of goblets made by 
Samuel Kirk for General Lafayette. Cartier, Inc. has 
made the loan of a large dinner service owned by Napo- 
leon which passed into the hands of Louis XVIII at the 
time of Napoleon’s final exile. The large soup tureen 
shows holes made by a stray bullet from a street uprising 
during those turbulent days. 

From this point the museum visitor passes on to the 
work of contemporary artists such as George Jensen, Peer 
Smed, Erik Magnussen, John P. Petterson, Lauritz 
Christian Eichner, and others largely responsible for the 
Scandinavian influence so evident in contemporary silver. 
Here too, is represented the work of James T. Woolley, 
Clara B. Welles, Arthur J. Stone and others whose handi- 
craft belongs in the American picture. Mexican crafts- 
manship is also included in the display at the Brooklyn 
Museum. 

In almost every instance, one or two complete cases are 
devoted exclusively to the display of the work of an indi- 
vidual creator or manufacturer so that the personal styles 
which together make up the contemporary American pro- 
duction may be clearly evaluated. 

Segregated on the opposite side of this large room are 
the sterling creations of the American commercial silver- 
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The creation of an impression of the 


@ Above—The simple style of adornment, as opposed to the flowery, 
highly-raised surfaces so popular in an earlier day, is exemplified in 
several of the individual pieces loaned by the Reed & Barton Co. 


The ¢ manufacturer's particular style of design is attempted by the use of 
individual display cases, in which are placed the pieces selected by the factories as being representative. 





@ Above—Ostentation has given way to dignified simplicity, with 
the richness of an expanse of silver making its own expression. Rogers, 
Lunt & Bowlen sterling demonstrates this quality of modern design. 





smith, with all but one or two of the leading manufac- 
turing firms represented. 

The aim of the directors of the show was to be as ob- 
jective as possible. Handwrought and machine-made sil- 
ver are allowed to stand on their own merits. The differ- 
ence between the finish of hand-hammered and spun or 
machine-stamped silver is pointed out. The subtle irregu- 
larity and dim polish of the first is contrasted with the 
mechanical evenness and brilliance of the other. Chased 
and engraved decoration done by hand is compared with 
pierced or stamped work done by marvelously complex 
machinery. However, the inter-relation of skilled manual 
work and the machine is stressed. The special qualities 
of each is stated. 

The contemporary designers and manufacturers rep- 
resented are: The Alvin Corp., Benduro, Inc., Charlotte 
David Bone, Brand-Chatillon Corp., Edward F. Cald- 
well & Co., Inc., Cartier, Inc., Rebecca Cauman, Currier 
& Roby, Inc., Laurits Christian Eichner, George E. Geb- 


elein, International Silver Co., Inc., Indian Arts & Crafts 





@ Traditional forms keyed to the modern tempo is evident in a 
number of the beautiful examples of The Watson Co. 


Board, Christian A. Jakobb, George Jensen, Handmade 
Silver Inc., Arthur Nevill Kirk, Samuel Kirk & Son, Inc., 
Thetis Lemmon, Morris Levine, Esther Lewittes, E. Byrne 
Livingston, Paul A. Lobel, Erik Magnussen, Peter Muller- 
Mumk, Otto Meissner, Oneida, Ltd., Tommi Parzinger, 
John P. Petterson, Charles B. Price, J. O. Randahl, 
Francisco Rebajes, Reed & Barton Corp., Rogers, Lunt & 
Bowlen Co., Inc., Peer Smed, William Spratling, Arthur 
J. Stone, Harold Tishler, Towle Mfg. Co., Inc., Albert 
A. Verber, Ilse Von Drage, Alvin Von Hinzmann, Wat- 
son Co., Inc., R. Wallace & Sons Mfg. Co., Inc., Clara 
B. Welles and James T. Woolley. 
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A Silverware Selling Plan 


JAMES G. DONOVAN, JR. 
Donavan & Seamans Co. 
HILE silver sells each month of the year, there 
are certain seasons when the natural public re- 
sponse to silver promotions may be greatly quickened by 
special window displays, newspaper copy and direct mail 
campaigns. By predicating this publicity on the one 
phase of adding to or starting a sterling service, one is 
fairly certain of getting the public ear. 

In making a drive on matching sterling silver, the suc- 
cess of such a promotion depends on the accuracy of an 
establishment’s records which have accumulated through 
the vears. Here a customer library of some 15,000 names 
is properly catalogued. Many of these patterns have long 
since been completed. 

The very first step in opening a silver selling program 
is to segregate the names in the library according to pat- 
terns and manufacturers. Then with this wealth of in- 
formation, duly classified and available, one is in a posi- 
tion to successfully contact the store’s patrons. When it 
is known that such a home has certain pieces of a certain 
pattern, a store is in a position to helpfully solve a 
patron’s silver problems. This can be done much better 
individually, than in the mass. Letters to customers from 
the store and cooperation by the manufacturers in also 
working on these same customers makes our patrons think 
of silver. In addition to these mailings, a general silver 
catalogue is sent to the entire list the week after Thanks- 
giving day. 

All silver display windows will carry the same sales 
appeal. Not more than four patterns will be shown in 
any one sterling window. Instead of showing a great 
many patterns, the windows will carry the story of the 
many uses or resources of the pattern shown. Experience 
has shown this to be most effective “silent selling.” 

In every bit of Donovan. & Seamen’s sterling promo- 
tions this one thought is paramount, “Select a Service.” 
This is much better selling in the long run than in pre- 
senting so many pieces at a certain price. One is an en- 
deavor to sell a patron over a long term of years, while 
the latter is just making a sale. This is one store that 
does not advocate price combinations and that never uses 
price promotions. Perhaps this explains the reason for the 

(Please turn to page 68) 


SCHICh says: 
Feature 
ZIRCON 
pouselry 


..- it’s smart and 
very much in vogue 


We present four unusually lovely creations 

by Schick . . . exclusive designs that promise 

quick turnover. These and other zircon 

items are available in exquisite settings of 

10 and 14 karat gold . . . priced to retail 
\from $7.00 to $50.00. 


avy C, SCHICK, Juc. 


Manufacturers of ‘ 


SCHICKSNAPS and other FINE JEWELRY 


New York Showroom: 347 Fifth Avenue 


Providence — Chicago — San Francisco 


Factory and Main Office — Newark, New Jersey 








Hearst Silver Nets $130,000 


Record Price of $8,750 Paid for Elizabethan Tazza Made 
in 1573—Another Ornamental Cup Dated 1577 
Realizes Only $2,250—Collector’s Name 
Kept Secret by Southby’s 


Lonpon—As anticipated the fine collection of old gj}. 
ver put up for auction at Southby’s recently by William 
Randolph Hearst, American newspaper proprietor, real- 
ized around half its original price. The sale fetched ap- 
proximately $130,000. 

Of the 87 lots offered 32 originally cost $125,000. The 
prices originally paid were, of course, exceptionally high, 
The sale was marked by moments of unbounded enthysi- 
asm and moments of stalemate. For instance, the famoys 
Elizabethan tazza, by Henry Sutton, 1573, which orig. 
inally cost $600 an ounce in the 1930 sale—totaling 
$8,500—actually fetched $250 above this record price, 
Francis Mallett competing successfully against the Gold- 
smiths and Silversmiths Company. 

But this was the only real thrill in the sale. The other 
tazza, dated three years later (another $600 an ounce 
item in the 1929 sale), realized only $2,250 compared 
with $7,700. In 1931 the James II two-handled cup and 
cover pair (1685—Benjamin Pyne) cost Mr. Hearst 
more than $15,000. It fetched $13,000 at this latest sale, 

The real disappointment was the price obtained for the 
Elizabethan silver-gilt cup and cover which fetched the 
record of $825 per ounce (more than $16,000) in 1930, 
It was knocked down at $2,500. 

In the catalog announcement of the sale Mr. Hearst's 
name was kept secret, the seller being described as a 
“well-known collector.” Although the anonymity was 
preserved right up to the day of the sale, it was pretty 
well known among old silver collectors and connoisseurs 
who the “well-known collector” really was. 





Silverware Selling 


By HARRY R. TERHUNE 
Field Editor, The Jewelers’ Circular-Keystone 


AN active silver department is needed in a jewelry 
store for many reasons. ‘This one, however, is the 
most obvious and logical one: Jewelry stores need store 
traffic and silver buying on the part of the public is a 
continuous proposition. 

A jeweler doing a consistent advertising job will get 
the timepiece and fine jewelry business of his class of 
patrons. This business may be termed as “occasional 
buying,” as one purchase of a good watch means that 
patron will not probably be in the market for another 
watch for a long, long time. 

On the other hand some one’s household is ever either 
needing additions to both flat and hollowware or is it- 
terested in buying this for some one else. Silver for gift 
giving is a time honored year ’round event with a never 
ending series of occasions at which times no other selec 
tion of a gift is so appreciated as a well chosen selection 
of silver. 

Many successful jewelers have freely expressed them- 
selves on this subject with a consensus of opinion to the 

(Please turn to page 66) 
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Silverware Selling 
(From page 64) 


effect that “A jewelry store without a good, live silver 
department is not a real jewelry store.” 

Mark you, there is a world of difference between just 
carrying a stock of silver and having a profit making, 
traffic producing silver department. 

Silver selling is not limited to seasons. It is an estab- 
lished fact that weddings are fairly evenly divided in each 
month of the year. 

Aside from weddings many jewelers make a point of 
developing their sterling silver department through pres- 
entation gifts; baby gifts; anniversary gifts; girls starting 
their own silver set and for patrons’ own use. Each of the 
foregoing promotional heads are well worth considerable 
thought. For example, just thinking of baby gifts in terms 
of a silver spoon or mug is not giving the subject much 
thought. One Hollywood mother paid $175 for a silver 
reproduction of her baby’s hand clasping a little ball. 

Some one in a jewelry store must have a genuine ap- 
preciation of fine silver in order to present it properly to 
a prospective patron. Just figure the number of people 
who will come in a jewelry store when a watch or dia- 
mond purchase is under consideration against the number 
who will come in when a bride’s pattern has been selected. 
It is therefore quite necessary that the person handling 
the silver transaction be one well versed in selling psychol- 
ogy as well as knowing the various patterns. 

Very capable silver women are found: everywhere, 
women who in many cases are far better salespeople than 


men. Most of the silver buying is done by women and 
a good silver saleswoman has that distinct feminine traje 
of knowing what patterns will be best suited to a prog. 
pective patron’s home. 

Regardless of how gracious and experienced a silyer 
salesperson may be, how well the stock may be selected, 
how inclusive the range of prices, the fact remains that 
unless the store management does a consistent window 
and newspaper publicity job of telling the public tha 
certain items at certain prices may be found in the estab. 
lishment, the silver department will not be operated op 
a profitable basis. 





How to Hold Customers 
IKE the first year of marriage, the first year of a cus. 
tomer’s relation with a retail store seems to be the 
hardest. From figures recently compiled by the Univer. 
sity of Oregon, it seems that a store loses 60 per cent of 
its new customers in the first year, and 31 per cent in the 
next two, three or four years. After a person has traded 
at a store for five years or more, the loss drops to eight per 
cent. 

These figures go to show how much the personality of 
the people in a store and the familiarity which customers 
build up with what the store carries counts in holding 
business. In other words, the longer a person deals with 
a store the less are the chances of losing that person’s trade. 

This again goes to prove that all sales efforts should 
not be devoted to getting new business, but that a good part 
should be used to get better acquainted with new cus- 
tomers and keep them satisfied during the first few years. 
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CHIEFTAIN 


.-- Sells on Sight! 


TRUE TIME TELLING QUALITY 











Here's the faultless cuff link, — 
embodying advantages that are 
quickly recognized and appreci- 
ated. Tip Links’ streamlines make 
them easy to insert—and their pat- 
ented construction gives them firm 
action. Tip Links are made in ster- 
ling, gold filled, and gold plated 
qualities, and are effectively pack- 
aged. Leading wholesalers are 
happy to show them and other out- 
standing men's jewelry items in the 
Morse Andrews line. 


MORSE» ANDREWS COMPANY 


ATTLEBORO, 
MASS. 


Howard D. Seebeck 
10 South Wabash Ave. 
Chicago, Ill. 


F. Norman Ullrich 
Maiden Lane 


New York City 


Ira W. Smith 
315 West 5th St. 
Los Angeles, Cal. 
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New standards in time keeping and telling! 
These, and scores of other improvements 
will make Pennwood—and CHIEFTAIN 
dominate the numeral clock field: 
Watch-making precision throughout . . . 
Only eight moving parts . . . special 
wear-resisting materials in drum 
parts . . . drums revolve on wear- 
resisting bearings . . . Fully en- 
closed motor,—dquiet, reliable 
. Newest lubricant, Safer- 
ill, prevents gumming, _in- 
sures oilless operation . . . 
Underwriter’s Laboratories 
approved cord and plug 
- Fully guaranteed. 
The model illustrated— 
CHIEFTAIN, No. 
705—weighs 2'4 lbs., 
measures 7” length, 
4” height, 4” depth. 







Tomorrow’s 
clock today! A 
self-starting elec- 
trical true time 
teller that hits a 

new high for volume- 
with-profit selling .. . 
The evolution of two 

modern miracles: the 
numerical clock and plas- 

tics. CHIEFTAIN, a leader 
of Pennwood’s original line of 
electrical true time tellers, has 

Profit—Price and Utility ap- 
peals. Speed up your turnover 

with CHIEFTAIN — and the 
Pennwood Line. Get a sample and 

all details from your wholesaler, 
or write direct to 



















THE PENNWOOD 
COMPANY 


Pioneers of Numerical 
True Time Tellers 


7525 Kensington St. 
Pittsburgh, Pa. 





























The Season’s Greetings 


and 
Best Wishes for a Happy 


and Prosperous New Year 





The 1938 Catalogue of the New 
and Finer Chase Line is now on the 
presses and will be mailed to you 
about February Ist. 


4 


WRITE US IF YOU 
DO NOT RECEIVE YOUR COPY 


CHASE WATCHES 
“Right in Style and Time” 











CHASE WATCH CORP. 
68 NASSAU ST. 
NEW YORK 














HONESTY is nota virtue 


... it is good business! 


FOR OVER 40 YEARS J. B. COOPER & 
SON has supplied the jewelry trade with 
purest and finest PLATINUM, Irid-Plati- 
num, and Gold obtainable. 


FOR OVER 40 YEARS J. B. COOPER & 
SON has paid the highest prices for Sweeps 
and Scrap Gold. 

COOPER’S POLICY of fairness and ac- 
curacy continues unchanged . . . always 
making new friends. 





pincigy B. COOPER & SON 


INCORPORATED 


26 John St., New York 
Factory: Brooklyn, N.Y. 


Our Reputation Is Our Success 
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Start the New Year With “Pep” 
By W. B. STODDARD 


44 MMEDIATELY after Christmas,” said the man. 

ager of Arthur A. Everts, Dallas, Texas, “we start 
our campaign to get our full share of Christmas checks 
and cash. Christmas money comes easily and goes easily, 
so we have our letter and our advertising prepared jn 
advance, and get the letters in the mails on Christmas 
afternoon. We suggest the purchase of “something worth 
while,” such as diamonds, watches, silver, both sterling 
and Old English, Royal Doulton and Lenox china, and 
the like.”” Naturally, the majority of checks are not large 
enough to buy a diamond or a set of Royal Doulton, but 
they can be used as the initial payment—and the monthly 
payments are more easily taken care of if a substantial 
down payment has been made.” 

Linz Bros., Dallas, Texas, ran a series of diamond 
ads all through the month of January. The theme song 
was “Invest your Christmas money in a Linz Diamond.” 
Each ad had a large diamond-shaped cut in the middle of 
the ad, in which appeared the words “A Linz Diamond,” 
while in the lower corner was a diamond-set ring, brace- 
let, pendant or necklace. 

Miller & Rhoads Co., Richmond, Va., came out with 
an ad showing a table set for a New Year’s party, with 
the full complement of silver, crystal and china. At one 
side was a young couple throwing confetti and serpentines, 
The ad was captioned “To Make Your New Year’s 
Party a Go—Have new and sparkling tablewares—and 
be sure to have some novel decorations, and plenty of 
confetti and serpentines.” In the silverware department 
on the main floor and in the tablewares department above, 
were tables set for the New Year’s party—special empha- 
sis being laid on the stemware. 





A Silverware Selling Plan 
(From page 63) 


library of 15,000 names of those who have or who are 
buying services and not just pieces of silver. 

The key to successful sterling selling is that when a 
patron selects a pattern, whether that selection be origi- 
nally of one piece or 300 pieces, that customer has bought 
an idea, a service idea, that she is to add to that pattern 
from time to time. There is no price appeal here, as the 
entire transaction is considered entirely from the angle 
of the patron. This service-to-the-customer point is the 
one way of building a healthy flatware business. 

It is an accepted fact that a patron will buy her hol- 
loware from the same place as she puchases her flatware, 
all things being equal, meaning that the jeweler has the 
proper selection of new things, properly displayed. Most 
of the holloware is sold with suggestions of being ac- 
companying pieces. Holloware is also sold from the stand- 
point of individual appeal, so here we confine ourselves to 
holloware of only the finest type. 

Much more depends on the accuracy of the patron buy- 
ing records as to pieces and engraving data than any other 
one thing, aside of course from the merchandising ability 
of the one who has charge of the silver stock. Engraving 
records that are 25 years old are regularly referred to in 
the course of business. 

This outline may not be a spectacular way of doing 
business, but it is a good sound one. 
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a 
FOR YOU 


Superb workmanship by a select 
group of America’s finest designers 
and craftsmen are creating in “Ster- 
ling by ELLMORE” a truly fine prod- 
uct worthy of the most discrimi- 
nating clientele. And — due to 
unique production economies — COFFEE POT — Reproduction 


UC lLical 






























this line is available at prices — ea O 
quite disproportionate to what © Capacity. 1% pints 
Fyou have been accustomed to pay. ‘Price. ss000 
“Sterling by ELLMORE”—a finer = cream AND SUGAR SET— 
product at lower cost—is well worth’ | ——— George II (Circa 
investigation because it means = eich (Croan) 3°” 
MORE PROFIT for you, 03h. eu meh. 















| WRITE FOR CATALOGUE | 
Font. oll the prose —- this der Saale Mile: 


you the entire ELLMORE line — permits you 
to visualize, evaluate and compare. Write for 











it today to: ot 
THE ELLMORE SILVER COMPANY na ena tor wiry Ain 
De t ‘ I * “unin postin ana Engravea 
MERIDEN Conne + ” oo ” 
Height: 312 


Bright or Butler finish 
*Price: $48.00 (93%4” size) 
$35.00 (8” size) 
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Otto D. Wormser New President of Jewelers’ tary, and Lee Reichman, treasurer, the latter two namg 
24 Karat Club of New York being re-elected. 


The board of directors for the new year consists § 
HE annual meeting of The Jewelers 24 Karat Club G. H. Niemeyer, Frank T. Sloan, Walter Kahn, C 


of New York was held in the new room of the club at Sommer, Jacob Mehrlust, Clifford Lamont, Sigm 
608 Fifth Ave. on the afternoon of Dec. 28, at which Cohn and W. Waters Schwab. 
time the year’s work of the club was reviewed by Presi- ‘The meeting was opened by retiring President Schwa 


and the reports of the secretary and treasurer were reg 
and approved. 

Two new members, Roger Wormser and Fleetwogj 
Lannaeu, were voted into membership in the club, 

Retiring President Schwab’s address reviewed the work 
of the year and praised the members who were active jg 
the work of the club. 

President-Elect Otto Wormser then took charge of the 
meeting and received many congratulations on his ele. 
tion. He made a short address in which he thanked the 
members of the club for the honor bestowed upon him, 

The meeting then adjourned. 





Exhibitors Sign for Mid-Year Convention 


Although material relative to exhibit space at the Mid. 
Year Convention of the American National Retail Jewel. 
ers Association, at the Hotel Nicollet, Minneapolis, Feb, 
14, 15, and 16, was not released until Dec. 13, already 
spaces have been sold to: The Watson Co., Walter 
Lampl, Oneida Community, Ltd., Manchester Silver Co, 
C. & E. Marshall Co., and S. H. Clausin Co. Numerous 
additional contracts were to be closed between Christmas 





Otto D. Wormser 


dent W. Waters Schwab and new officers and directors and New Year’s. A style symposium may be presented 
elected for the ensuing year. under the direction of the Jewelers Publicity Committee, 

The officers elected are: Otto D. Wormser, president ; of which President W. D. McNeil of A.N.R.J.A. is 
Daniel Price, vice-president; Knowlton D. Read, secre- chairman. 








The Firm of Walter Lamp! 


wishes you a happy, prosperous 


New Year 


We thank you for your esteemed 
patronage in 1937... and assure you 
of our cooperation, service and con- 


tinued efforts in 1938 to supply 


you with the unusual and beautiful. 


WALTER LAMPL “<<? “20 West 47 St, NY. 
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A Corner of our Sweeps Burning and Grinding Department 


All lots of Sweepings, etc., are burned, ground and assayed separately 
with great care and precision. 


We earnestly solicit your patronage. 


L. LELONG & BRO. Inc. 
GOLD, SILVER and PLATINUM 


Refiners, Assayers, Smelters and 
Bullion Dealers 


345-7 Halsey St., Newark, N. J. 





81 Years Serving the Trade 
Nationally Known Since 1858 
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ADVERTISING 
MAN NOW WITH THE LARGEST 


JEWELRY MANUFACTURER 


DOING extensive national advertis- 
ing in radio, magazines, newspapers, 
direct mail and catalogs, also for 
some of the largest cash and credit 
jewelers in the country in addition to 
displays . . . trade advertising ... 
publicity. 


He has been a”one-man” advertising 
department . . . purchased shrewdly 
a fortune in artwork, printing, paper, 
etc. 


KNOWS jewelry advertising in all 
its phases—copy, layout, production. 


YOU CAN PROFIT from his 7 years’ 
experience. At 26—with a success- 
ful record—he is ready to step into 
a bigger, better job with some 


JEWELER . . . JOBBER 
MANUFACTURER 


Address Box H 7536 


JEWELER’S CIRCULAR — KEYSTONE, N. Y. 








es a ee —— 








MODERN LIGHTING 


MAKES JEWELRY LIVE! 








Louis DeRoy & Bros., Pittsburgh, Lloyd E. Cook, Manager 


NEW SPARKLE, new life and new sales appeal are 
added to your merchandise by Permaflector Light- 
ing! This high intensity illumination brings out 
the ordinarily hidden beauty of enchanting color, 
metallic texture, and delicate design that intrigues 
every gem lover. 


Permaflector Lighting directs light where it is most 
needed—in the selling area. At the same time it is 
skillfully controlled to avoid glare and harsh con- 
trasting shadows. This protects the eyes of custom- 
ers and clerks which results in speedier sales and 
more satisfied buyers. 








FREE LIGHTING BOOKLET 


A request on your letterhead will bring you 
without obligation our new booklet entitled 
‘“‘Modern Lighting for Modern Jewelry Store 
Merchandise” which contains complete in- 
formation on Permaflector Lighting, to- 
gether with many photographs of actual in- 
stallations. 


PITTSBURGH REFLECTOR CO. 


OLIVER BUILDING PITTSBURGH, PENNA. 


“OD: intsburgh q 


| The Trademark of Al I 
| 














Better Lighting 


Perm: aflector 
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November Jewelry Sales .2 Per Cent Higher than Similar Month in 1936 


Retail jewelry sales for the 11th month * ; 2 santa ————_____j3 
of 1937 sunenaed favorably with Novem- Retail Jewelry Sales Map for December 1, 1937 
ber, 1936, and surpassed October, 1937, by | 
5.3 per cent. 

Jewelry stores, cooperating with the 
Market Data Section of the Department 
of Commerce in the 25 states where the 
sales-reporting program is in effect, had 
November sales of $2,297,100, compared 
with $2,292,500 for the same month of 
1936, and with $2,180,800 for October, 
1937. 

Comparison with November, 1936: Four ; KANSAS \ MO 
hundred and six of the 693 stores taking | +9.0 “4 
part in the survey showed an increase in 
sales over the same month a year ago. 
Such gains were general in the East, 
North, Central and Southeastern regions. 
New Mexico, South Carolina and Wis- 
consin reported the largest gains—21, 17 i. NO FIGURES 
and 13 per cent, respectively. On the other ~ 
hand, most of the Mountain and South- BZ INSUFFICIENT DATA 
western states failed to maintain the gain 
over 1936 they had shown in October. 


Comparison with October, 1937. In this p : , tea 
: we _s COMPARISON WITH NOVEMBER, 1936, is shown in J. C.-K’s monthly retail jewelr 
respect, 327 of the stores registered gains, sales map. Gains were registered for half of the 22 states. Thirteen states’ cue 


and the total sales of reporting stores 
wore greater ia 18 of the 22 states, date sales averaged greater than October, 1937. 


being withheld for Nevada, Utah and 








Wyoming so not to disclose individual cago averaged 28.3 per cent better busi- with the Market Data Section (Dr. Ed- 
operations. Largest increases came in II- ness in November than the preceding ward L. Lloyd, chief) of the Bureau of 
linois, 19 per cent; Wisconsin, 18 per month. Foreign and Domestic Commerce, Depart- 
cent; Kansas, 16 per cent; Alabama, 13 Retail jewelry sales data for the 25 ment of Commerce, Washington, D. C. 
per cent; Texas, 12 per cent, and Ohio, states shown in the map are published Individual store reports are kept in in- 
9.5 per cent. Reporting jewelers in Chi- monthly by this journal, in cooperation violate confidence. 





RETAIL JEWELRY SALES TABULATED BY REGIONS, STATES AND LARGER CITIES 


Number of Firms Showing Change in Sales 
— 





From Oct. 1937 


From Nov., 1936 
































© . 
2D a 
-- - —--NSales Reported 2 ee © S SF 
Number Percentage Change < c ss & S es 
of Firms From From Thousands of Dollars Ng Mg oO & 2 ®& 
; Report- Nov., Oct., Nov., Nov., Oct., v c 2 Wo © sy oy 
States or Regions ing 1936 1937 1937 1936 1937 a & eee =; Q Ne 
East North Central....... 252 + 4.6 + 10.8 837.0 800.3 755.4 149 94 9 116 117 19 
SEE Gusieesouneucas 74 + 4.8 +18.6 261.5 249.6 220.4 40 32 2 36 32 6 
OE crsesisnceeeees 32 —10.2 8.6 98.2 109.3 107.4 16 16 0 9 22 1 
DOE sisentetenessseeas 85 + 6.6 + 9.5 349.3 327.8 318.9 53 27 5 41 36 i) 
Wisconsin ............. 61 412.7 +17.8 128.0 113.6 108.7 40 19 2 30 27 4 
West North Central...... 125 4.2 + 5.3 334.7 349.2 317.9 66 57 2 63 56 6 
ee ae ee 88 2.4 1.3 52.0 53.3 52.7 19 17 2 19 18 1 
Kansas ttt t eee eeeeeee 30 + 8.0 +16.1 54.1 50.1 46.6 19 11 0 16 14 0 
NE. coxcaecdnuienaes 36 9.0 + 4.4 201.0 221.0 192.5 16 20 0 18 14 { 
Nebraska ............. 21 +11.8 + 6.7 27.6 24.8 26.1 12 9 0 10 10 1 
South Atlantic ......... 36 + 2.8 4. $6 128.9 126.0 125.4 17 19 0 14 21 1 
NN singe ale ticighon's 22 4.1 + 3.6 83.9 87.5 81.0 10 12 0 11 11 0 
South Carolina ........ 14 +16.9 + 1.4 45.0 88.5 44.4 7 7 0 3 10 1 
East South Central....... 15 J as +12.6 83.1 76.7 73.8 10 5 0 8 7 0 
ee ee 15 + 8.3 +12.6 83.1 16.7 73.8 10 5 0 8 7 0 
West South Central...... 78 8.9 +10.2 242.7 266.3 220.2 56 20 2 37 40 1 
ee OI 8 + 9.3 + 5.7 25.8 23.6 24.4 4 4 0 3 5 0 
NS ee 18 — 2.5 + 1.0 19.8 21.4 19.6 14 4 0 8 10 0 
| TES ee Ee 52 10.9 +11.9 197.1 221.3 176.2 38 12 2 26 25 1 
INES, 6 Sig Mon Seater aie 56 2.2 - 9.6 124.7 127.5 138.0 25 30 1 25 31 0 
ee rn er 6 8.9 —15.9 27.5 30.2 32.7 3 3 0 1 5 0 
ER ren oaannck sous 20 3.5 6.7 37.9 39.3 40.6 8 12 0 8 12 0 
gOS eeae ore es : 9 0.8 1.7 13.1 13.2 14.2 2 7 0 6 3 0 
ee ee 9 9.3 - 5.2 16.5 18.2 17.4 2 6 1 4 5 0 
New Mexico ........... 6 21.4 - 8.7 13.6 11.2 14.9 6 0 0 2 4 0 
(ES ee eee 13 — 0.1 0.7 546.0 546.5 550.1 83 41 7 64 60 7 
PatRarmta sk sisecssecees 86 + 0.1 + 0.4 338.5 $38.1 337.0 59 23 4 48 35 3 
SE SoG telincsnnts 14 9.1 7.4 50.2 55.2 54.2 7 7 0 3 10 1 
Washington ........... 3 + 2.7 - 1.0 157.3 153.2 158.9 17 11 3 13 15 3 
Eee RrS 693 + 0.2 + 5.3 2297.1 2292.5 2180.8 406 266 21 327 332 34 
SE ae ee 21 + 8.0 +28.3 118.4 109.6 92.3 11 9 1 9 10 2 
Los Angeles ............. 14 +13.38 6.9 95.2 84.0 102.3 11 2 1 11 } 0 
OS Ae eee 10 15.9 5.9 65.4 77.8 69.5 0 10 0 5 4 1 
San Francisco ........... 10 —17.1 +17.4 53.9 65.0 45.9 6 4 0 9 1 0 
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In HISTORY! 


Greatest in Size—filling four full floors at the Hotel Pennsyl- 
vania, instead of the former three. This means just that much 
more aisle space, grecter comfort, and more interest for you; 
since the majority of this added space goes to enlarging and 
improving the displays of regular exhibitors. _ 






of 


-_ 
? 









Greatest in Time—February 21st to March 2nd, nine full busi- 
eet: ness days for your greater convenience, instead of five. Longer 
eed show hours, too, 9 a.m. to 6 p.m., every day (Holiday and Sat- 
: urday), except that the Show will be closed Sunday, February 
27th. We have taken this means to assure you less crowded 
exhibit rooms. 




















REO Greatest in Profit Possibilities—the finest, most inspiring col- eis oe 
so Eee lection of desirable gifts, artwares, and decorative home fur- EOE. 
“te nishings, from the largest number of representative exhibitors Bee 3 
| ever to show at any New York Gift Show. a Keres ae 
rae Check these dates on your engagement calendar now— Bk 
February 21st to March 2nd, at the Hotel Pennsylvania, New pe aseay 

York. You'll find a few days spent at this New York Gift Show a 
one of the best business investments you ever made! a 








HOTEL PENNSYLVANIA: FEB. 21°** TO MARCH 2" 
GEORGE F. LITTLE MANAGEMENT - 220 FIFTH AVENUE - NEW YORK, N. Y. 
SPONSORED BY THE NATIONAL GIFT AND ART ASSOCIATION, INCORPORATED 
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NEW ITEM( 
CHICAG(K 


UNDREDS, yes thousands of new 


ideas and creations will be exhibited 





at the forthcoming Chicago Gift Shows 
and to try to describe or illustrate one-tenth 
of this merchandise would be an impos. 
bility, so we have just picked up a few 
numbers that we know will be of interest 
to the retail jeweler. The Chicago show 
will be held Jan. 31 to Feb. 9 inclusive, 
at the Palmer House. 

There will be beautiful hand-carved 
boxes and brasses that will bring a vivid 
picture of long caravans crossing the hot 
sands of the desert; gaily colored dishes 





1. When many cups of coffee are needed for buffet 

parties, bridge parties and club meetings at home 

Chase Brass & Copper Co. offers this chromium finish 
and white coffee service. 


2. The console set shown herewith complete with 

two glass candles, a pair of candle holders, flower 

bowl and artificial flowers, is the offering of Mogi, 
Momonoi & Co. 


3. This attractive relish tray has a diameter of 13 

inches with removable sectional glass center and wire 

coil and wood handles. It is shown by Martin S, 
Breslauer Co. 


4. This lamp is a reproduction of an English Chelsea 
piece. It is displayed by Ivon Bear Co., Inc. It comes 
complete with a silk shade. 


5. Three steps in the carving of an ivory figure from 
the original elephant ivory tusk to the finished carved 
figure. Displayed by Martin S. Breslauer Co. 


6. Illustrated is the new baby Jumbo bank which will 
be one of the newest additions to the line of the 
Hubley Mfg. Co. 
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FEATURED A 
IGIFT SHOWS 













































= and patterns from all parts of the world, 
oe where old world costumes and mannerisms 
" contrast strangely with modern business 
ath methods; the beautiful soft colored Dan- 
_ ish pottery of a bluish-grey like the sea and 
few the fog of that northern land; beautifully 
as carved figurines and novelties, fashioned by 
how the patient fingers of Old World artists; 
sive, hand forged aluminum that reminds you of 

the hand wrought pewter of Colonial days; 
ved exquisite sparkling glassware that might 
vid have graced the palace of kings, and thou- 
hot sands of articles too numerous to mention 
shes that are outstanding sellers of today. 
uffet 7. Hand forged aluminum cocktail tray. It is 44%” x 
rome 13”; designed by Armour. It is one number in a line 
inish of favorite among high class retail jewelers. Shown 

by A. Stanley Brussel. 

with 8. Iridescent boxes for powder, cigarettes and other 

purposes. These are made from sea-shells found on 
nie the shores of the Philippine Islands. Shown by Shell- 
og, Arts, Inc. 

9. The punch bowl, tray and ladle are from the work- 
134 shops of Serge Nekrassoff. The numbers shown are 
wire part of a large line of hand-wrought pieces. Shown 
nS, by Mollie Boynton, Inc. 

10. Bronze book ends and ash tray with graceful 

leopard adornment. The center of the white onyx 
Isea tray. 3% inches high. The diameter of the tray is 
mes 8 inches. The book ends are 6 inches high. Frank 


Art Co., Inc., displays this merchandise. 


1]. White alabaster bird bath in graceful and life- 
rom like design. M. B. Daniels & Co. have this attractive 


rved item on display. 

12. Coventry ware pottery shown at the gift show. 
will There are over 60 new and original numbers displayed. 
the The book ends shown herewith with the dancing girl 


are typical of the line. 
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pode wavriower 











Spode Mayflower is an 18th Century pattern that has been made 


by Spode continuously since the 18th Century. It is still done on 
Gadroon, the Georgian silver shape on which it was first produced. 
Mayflower is printed underglaze in Chinese puce and the center is 
richly painted underglaze in pink, green and yellow. Mayflower is 
but one of the many old 18th Century patterns in Spode which are 


enjoying increasing popularity. 





Importers and Wholesale Distributors 


COPELAND & THOMPSON, INC. 


206 FIFTH AVENUE, NEW YORK, N. Y. 
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CHICAGO 
GIFT SHOW 


(CONTINUED) 





@ This beautiful and useful 23-piece combination 
breakfast and tea set for two shown above has the wild- 
rose hand painted design in natural colors. The 24- 
inch decorated serving tray is of heavy black japanned 
and baked metal. Exhibited by G. L. Vrabec. 


@ Left—Handwrought 
copper flower bowl 
with needlepoint ar- 
rangers; endorsed by 
Garden Clubs. Shown 
by Emmet White of 
Baltimore. Since 1923 
Mr. White has been 
creating striking and 
unusual gift articles 
produced almost ex- 
clusively by hand. 





@ The punch bowl 
pictured right is en- 
tirely hand made of 








a new. non-tarnish- 
able metal. The 
craftsman who makes 
this ware has been 
commissioned by the 
Williamsburg Crafts- 
men to reproduce the 
18th Century an- 
tiques shown in the 
public buildings in 
Williamsburg. 
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@ Left — The new 1938 
Spring line of ‘“Calart 
Flowers” shown by the Cali- 
fornia Artificial Flower Co. 
will be exhibited at all the 
gift shows throughout the 
United States. The com- 
plete line now consists of 
over 400 different varieties 
of flowers. 


~ 
Co 


@ A handsome boudoir set (above), featured by 
Beth Weissman. The perfume tray has four French 
opalescent crystal handles on mirror, with a picture 
frame to match. Shown with the tray are two hand 
cut crystal bottles in 14 K. Gold plate bronze holder. 


@ Four-piece tray set, shown below, is made of 

solid copper in bronze copper highlight finish. The 

cigarette humidor ho'ds 40 cigarettes and is cork 

lined with cedar partitions. Also match box holder, 

and patented Duk-it ash receptacle. The tray is 

9*4 inches. Exhibited by the McDcnald Products 
Corp. 








CHICAGO GIFT GHOW 


You'll be “right on the targgt’ the minute you §et foot in the 


Chicago Gift Show at the falmer House. Here, gnder a single 
roof, and all so carefull digBteyad or your dase in selec- 
tion, you'll find the veryfmerchandise you need : o make your 
season a record bregker. It would take wedks— and cost 


a small fortune — to focate these items in thefopen market. 


JANUARY 316T 
TO FEBRUARY 9TH 


INCLUSIVE 


PALMER HOUSE 


EASTERN MANUFACTURERS 
AND IMPORTERS EXHIBIT - INC. 


A. STANLEY BRUSSEL, President - S. CRAIG PRESTON, Vice-President 
GEORGE F. LITTLE, Managing Director - 220 Fifth Ave., New York 
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A. STANLEY BRUSSEL 
President 





GEORGE F. LITTLE 
Managing Director 





S. CRAIG PRESTON 
Vice-President 


CHICAGO GIFT SHOW 


January 31 to February 9, at the Palmer House 


HE Chicago Gift Show once more is close at hand— 

and once more the retail jewelers of Chicago and the 
Far West are invited to come to the Chicago Gift Show 
during the ten days from January 31 to February 9 in- 
clusive. 

Twice a year the Chicago Gift Show builds on the 
experience of the past and reaches forward in the spirit 
of greater service to the trade. Buying is simplified. ‘lime 
is saved. Manufacturers, importers and distributors are 
here to show you the gift and art creations of the whole 
world. Those who attended former shows will need no 
urging to come again—-from what they have learned from 
past experience of former shows. 

Style creation has been named as the keynote of dis- 
plays and the inspiration to more successful retail mer- 
chandising. And the sixth, seventh and eighth floors of 
the Palmer House will represent opportunity delightfully 
presented with the color and brilliancy and time-saving 
convenience for visiting buyers, with which years of ex- 
perience and practical showmanship of its manager, 
George F. Little; its officers, A. Stanley Brussel, presi- 
dent; S. Craig Preston, vice-president, and its board of 
directors, which comprises the leading importers and 
manufacturers of the country, make possible. 

No progressive retail jeweler can be persuaded to miss 
either of the gift shows held semi-annually at the Palmer 
House in Chicago. The reason is obvious—he attends. 
He does so because he knows there’s money in the gift 
show for him. 

You could not keep him away because he knows his 
Presence is essential to his business. He attends not 
merely to be among those present, but while at the gift 
show he makes a study of the latest designs, observes new 
creations and learns how others meet the problems that 
confront him daily “at home.” 
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Only recently in talking to a successful retail jeweler, 
one who had been in the business for nearly two 
decades, his remarks were similar to what we hear from 
everyone who comes, sees and goes home wiser. He was 
asked if he were going to attend the Chicago Gift Show 
and he replied: 

“T haven’t missed a Chicago Gift Show in 20 years and 
as long as I am able to make the trips you will find me 
making a tour of the rooms in the Palmer House. Years 
ago, it was not as convenient at the gift shows as it is 
today to make one’s selections, but since most of the 
prominent importers and manufacturers are exhibiting 
there has been a wonderful improvement. 

“Tt is not only more convenient but much more can be 
gained by the jewelry store’s gift buyer. He can get a bet- 
ter idea of what is new when competition is so keen where 
an assembly of so many exhibitors are under one roof.” 

Sometimes you hear a retail jeweler explain he didn’t 
have time to attend a gift show; that he must “econo- 
mize.’” Some who come, in trying to practice economy, 
stay only a day or two, make their selections hurriedly, 
haphazardly and catch a train back home. But in not 
many cases, if any, will you find those jewelers the out- 
standing business men in their communities. 

On the other hand, where and how occupied do we find 
the successful retail jeweler at gift show time? You find 
him busily engaged in making carefully planned trips 
through the gift show, visiting as many rooms as he can 
and allowing himself as much time in each as possible. 

Many stay through the entire ten days and when they 
leave they take a wealth of knowledge back home—new 
ideas as well as new styles. The ideas of yesterday don’t 
last forever. Like everything in this age, style and ideas 
are ever changing and one must ever be alert of the 
change. 

















Meet the 
demand for 
the Unusual 





BELLOVA GIFT LAMPS 


Smart and unique. Made for the jewelry trade. Bellova Lamps 
are fast sellers because they satisfy that popular demand for 
"something different." Both base and shade illuminate with one 
bulb—producing a charming, multi-colored effect. 


Displayed lighted in your window, Bellova Lamps compel 
attention . . . bring in new customers. Available in many 
designs and color combinations. 


Write for colored folder. 


H. G. McFADDIN & CO., Inc., 324 FIFTH AVE., NEW YORK 
EST. 1874 


ts usual THE UNUSUAL 





















EVERCRAFT'S Ove Leaf TID BIT SERVER 


Using the graceful, shining leaf brushed chrome exterior. Rich 
of the Spanish Olive Tree for grain walnut handles on the 


tray and the dainty two-tined 
fork. Length 8144”, Width 44%”, 


a motif, Evercraft has created 
one of the year’s outstanding 





gift and prize successes! Mir- Depth 54”. No.5094W. $4.80 doz. 
ror finish chrome interior con- 
trasts beautifully with the soft, MERCHANDISE MART GIFT SHOW 


January 31 to February 12 
The Zangs Co., Room 1598 
NEW YORK GIFT SHOW 
February 21 to March 2 
Hotel Pennsylvania, Room 501 














CATALOG OF GIETS 

\ by EVERCRAFT 
Write for 
free copy today! 


your 
’ 


@ GONDOLA BREAD BOAT 
Shim- 
chrome topside 






As useful as it is decorative! 
polished 
sets off the glowing brushed chrome 


mering, 


bx . & | 

: a se — anne 2 EAST STREET ¢ FREDERICK. “UD. 
ae aS ee: NEW YORK SHOWROOM - 225 FIFTH AVE 

No. 5502W. Price $7.20 doz. 
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Why It Is Important That You 
Attend the Gift Shows 


VERY now and then a jeweler will say of some gift. 

wares to be seen on his shelves, “I don’t know what's 
the matter with them. Somehow or other, they don’t 
sell.” 

And so it goes, the salesman gets blamed for the buy- 
er’s mistakes. The reason that a lot of merchandise fails 
to sell is simply because it never should have been bought. 
I‘rom the very start, it didn’t have a Chinaman’s chance. 
Yet, the proprietor scratches his head and wonders what 
is wrong with his selling efforts. 

Not all gift merchandise is meant for all stores. One 
of the requisites of success lies in having a department 
that is pleasantly different. ‘This cannot be achieved if 
the goods to be found there are exactly similar to those 
sold by numerous other stores in the same locality. Again, 
giftwares which may sell like hot cakes in one store might 
prove shelf warmers of the worst sort in another. Every. 
thing depends on the type of the business, the people to 
which it caters and, of course, its ability to do a good 
job in selling really meritorious merchandise. 

Gift buying is not an easy matter. It is essential that 
the buyer keep in close touch with the markets. Style is 
an essential factor and styles change rapidly. Novelties 
come “in” almost overnight and sometimes go “out” 
almost as quickly. Consequently, if the jeweler is not 
equipped to keep strictly abreast of the times in his buy- 
ing, he must necessarily confine his efforts to the more 
staple lines and limit his opportunities accordingly. And, 
even in the staples, the style element is an important one. 

‘Thus, in making his selections for a season, it is up to 
the jeweler to weigh the likes and dislikes of those to 
whom he caters against what the market affords. The 
mere fact that an item is new does not necessarily mean 
it will sell as far as he is concerned. Similarly, he cannot 
always afford to ignore other merchandise because it may 
be classed as old. At the same time he should buy with 
his eyes open. He should—and must—make it his busi- 
ness to know what is old, what is new and what is apt 
to be among the best selling items of the coming season. 
This information is obtainable at all of the shows from 
the Jewelers Headquarters which is established in a cen- 
tral location. 


New Home for Merchants and Manufacturers Club 


The Merchants and Manufacturers Club opened its 
new home on the second floor of ‘The Merchandise 
Mart in Chicago, on Nov. 29, and since that time the 
beauty of the new quarters has been the subject of a 
great deal of very favorable comment. When the first 
announcement was made last summer of the granting 
of a charter for this new organization, an inkling of its 
future importance was given by the resignation of George 
W. Young as vice-president of Marshall Field & Co., 
to assume the duties of club president. Added to that 
was the calibre of the founder members—an impressive 
list of prominent Chicago business and civic leaders. 

The cost of construction of the club was approximately 
$100,000 and the expense of furnishing it added $40,000. 
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SHOP THE LEADING GIFT LINES 


UNDER ONE FIVE-ACRE ROOF 
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@ Nowhere in America will you find so many 


of the key lines you want to see before you buy 


asin this—the World’s Biggest Buying Center. DINNER DANCE 


You'll like the convenience of shopping here, Wednesday, February 2 
the ease with which you can shop back and at the new 
forth within the building. No sleet, snow or Merchants and Manufacturers 


slush to slow you up or hinder a careful choice Clie vials in thie Wino 
« A = 


of gifts that will sell in your establishment. e 
The friendly atmosphere of this Building, Phe 15th Floor Merchandisers Club 


also, makes it a pleasure to buy here. And new CORDIALLY INVITES YOU 


selling and merchandising ideas, yours for the 


asking at Mart headquarters, will pay you When in New York visit the 225 Fifth Ave. 
dividends. Make the Merchandise Mart Gift Gilt and Ast Show, Feb. 31-—March 4 








Show a must for 1938. 


THE MERCHANDISE MART 











THE GREAT CENTRAL MARKET + WELLS STREET AT THE RIVER 
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JEWELERS REPORT 


ON 





before Christmas. 





Jewelry stores of the United States— excluding watch and 
jewelry repair shops and jewelry departments of department 
stores—had net sales of $301,000,000 during 1937, according to 
a survey of representative stores conducted by telegraph the day 


This presumably conservative estimate is based upon a median 
gain for the year of 6 per cent. It compares with $284,000,000 
estimated for 1936, $234,000,000 recorded for 1935, $201,000,000 
estimated for 1934, and $175,000,000 recorded for 1933. 


Christmas sales apparently were about even with the splendid 
Christmas of 1936, and an indication that the bottom of the 
“recession” was reached in November came from some firms which 
reported disappointing volume in October and November, followed 
by an unexpected upswing in December. 











EPORTS from many sections of the country reflect 
a better Christmas business than had been anticipated 
and in a large number of instances a healthy increase 
over the 1936 Christmas business. Increases ran from 
five to 20 per cent over last year in some of the reports 
received. Stocks in some instances are reported lower 
than in 1936. In some cities large pieces did not sell as 
well as in previous years, while other jewelers report 
excellent demand for fine jewelry, watches and silverware. 
Here is what they say by telegraph about business during 
the Christmas selling period in reply to the letter shown 
on the opposite page. 


HARTFORD, CONN. 
OUR BUSINESS IN 1937 SHOWS A SUBSTANTIAL 
AND HEALTHY INCREASE OVER 1936, PAR- 
TICULARLY IN MERCHANDISE OF THE BETTER 
QUALITIES. OUR STOCK IS NORMAL WITH 
MANY REPLACEMENTS NECESSARY TO TAKE CARE 
OF WHAT WE BELIEVE WILL BE A MOST ACTIVE 
AND BUSY 1938. 

MICHAELS INC. 


* * * 


DURHAM, N. CAR. 
NINETEEN THIRTY-SEVEN BUSINESS OVER 
EIGHTEEN PERCENT BETTER THAN THIRTY-SIX, 
CHRISTMAS BUSINESS THIS YEAR TWENTY 
PERCENT BETTER THAN LAST WITH GREATER 
PERCENTAGE OF CASH BUSINESS. VERY 
SATISFACTORY HOLIDAY TRADE. GENERAL 
IMPROVEMENT IN ALL DEPARTMENTS, HOWEVER 
INVENTORY AT THIS TIME ABOUT SAME AS 
LAST YEAR DUE TO INCREASED PURCHASES. 

JONES & FRASIER CO. 
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OMAHA, NEBR. 
OUR BUSINESS CONSIDERABLY BETTER THIS 
YEAR THAN LAST YEAR AND BECAUSE OF SOME 
INCREASED BUYING OUR STOCK IS LARGER AND 
BETTER THAN LAST YEAR. WE ARE EXCEED- 
INGLY THANKFUL. 
T. L. COMBS & SONS 


* * * 


NIAGARA FALLS, N. Y. 
OUR BUSINESS APPROXIMATELY FIVE PERCENT 
AHEAD OF LAST YEAR. GREATER PROPORTION 
OF CASH SALES. SOMEWHAT LESSER CHARGES. 
DIAMONDS CONSIDERABLY BETTER. WATCHES 
SLOWER. GENERAL LINES BETTER. OUR 
STOCK WILL BE HEAVIER THAN LAST YEAR AT 
INVENTORY. MERRY CHRISTMAS. 

MAX H. ELBE 


* * * 


PHILADELPHIA, PA. 
DECEMBER FIRST TO DATE EVEN WITH LAST 
YEAR STOCKS 25 PERCENT LOWER. 
S. KIND AND SONS 


* * * 


PITTSBURGH, PA. 

BUSINESS IN DECEMBER 1937 ABOUT 5 PER- 
CENT UNDER DECEMBER, 1936. 
HARDY & HAYES CO. 


* * * 


TAMPA, FLA. 
DECEMBER JUST EVEN WITH LAST YEAR. 
STOCKS MUCH HEAVIER. 
ADAMS JEWELRY CO. 
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NORFOLK, VA. 
BUSINESS ABOUT SAME AS 1936. STOCK 
ABOUT SAME. SOLD MOSTLY CHEAP GOODS. 
DIAMONDS AND FINE JEWELRY DID NOT SELL. 
CROSSES AND CHAINS BEST ARTICLES. 
F. H. DRIESELL 


* * * 


AKRON, OHIO 

1937 BUSINESS 10 PERCENT LESS THAN 1936. 
DECEMBER THIS YEAR 38 PERCENT BELOW 
DECEMBER 1936. INVENTORY ABOUT THE SAME. 
FILL-INS ON STERLING AND PLATED FLAT- 
WARE ABOUT THE ONLY PURCHASES INDICATED 
FOR THE IMMEDIATE FUTURE. 

W. J. FRANK CO. 


* * * 


OMAHA, NEBR. 
1937 BUSINESS APPROXIMATELY 5 PERCENT 
AHEAD OF 1936 TO DATE. STOCK APPROXI- 
MATELY 10 PERCENT HEAVIER. 
THE C. B. BROWN CO. 


* * * 


BOSTON, MASS. 
SALES VOLUME 13 PERCENT OFF. INVENTORY 
2 PERCENT UP. 
HODGSON KENNARD & CO.. INC. 


ee 


ST. LOUIS, MO. 
TO DATE 6.5 AHEAD OF LAST YEAR. STOCKS 
MUCH LOWER THAN LAST YEAR SHOWING 
GREATER TURNOVER AND ALLOWING US TO TAKE 
ADVANTAGE OF PRESENT LOW PRICES IN 
OVERSTOCKED WHOLESALE MARKET TO OFFER 
INDUCEMENTS OF PRICE TO OUR CUSTOMERS 
SO AS TO BOLSTER OUR JANUARY AND 
FEBRUARY VOLUME. 

0. R. WASSON 


* * * 


BOSTON, MASS. 
CHRISTMAS BUSINESS FIFTEEN PERCENT AHEAD 
OF LAST YEAR. JANUARY FIRST TO DATE EIGHT 
PERCENT INCREASE. INVENTORY PROBABLY A 
BIT LARGER. 
KETTELL BLAKE & READ 
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te Jewelers G@iRcutaR - Keystone 
239 WEST 39W STREET 
New YORK, 


A Cites Pubination 


®. P. Cart Co., 
charleston, S. C. 


Gentlemen: 
We appreciate how busy you are at this time of the 
year but are asking that you use the enclosed telegraph blank 
to send us @ night letter, collect, December 24th, answering 
the questions outlined below: 
How is your business for 19357 compared with 1956? 


What is the present condition of your stocks 
as compared with last year at this time? 


We will greatly appreciate your cooperation in giving 
this letter your attention. 


Sincerely yours, 


Editor 
THE JEWELERS’ CIRCULAR-KZYSTONS 


A.Merchant Clark: VP 
Encl. 





DALLAS, TEX. 
OUR BUSINESS FOR 1937 AS COMPARED 1936 
HAS SHOWN A SUBSTANTIAL GAIN AND WE FEEL 
VERY FORTUNATE. OUR STOCK IS A LITTLE 
HEAVIER THAN LAST YEAR BUT IF BUSINESS 
CONTINUES AT ITS PRESENT PACE WE WILL 
NEED A HEAVIER INVENTORY. 

ARTHUR A. EVERTS CO. 


* * * 


DAYTON, OHIO 
1937 BUSINESS FOR YEAR 10 PERCENT 
INCREASE OVER 1936. DECEMBER BUSINESS 
FOR 1937 ABOUT ONE THIRD LESS THAN 1936. 
OUR STOCK IS GREATER THAN SAME TIME 
LAST YEAR. 
S. EVANS & SONS 


* * * 


DETROIT, MICH. 
THIS DECEMBER SALES BEHIND APPROXIMATELY 
FOURTEEN PERCENT. TOTAL SALES THIS YEAR 
AHEAD APPROXIMATELY FIVE PERCENT. TOTAL 
INVENTORY ABOUT NINE PERCENT HIGHER AT 
THE PRESENT TIME. HIGHER INVENTORIES IN 
WATCH STERLING AND PLATE HOLLOWWARE AND 
DIAMOND DEPARTMENTS MOSTLY. 
WRIGHT KAY & CO. 


* * * 


MADISON, WISC. 
BUSINESS FOR 1937 SLIGHTLY BETTER THAN 
1936. STOCKS ARE LARGER THIS YEAR THAN 
AT THIS TIME LAST YEAR. 
O. M. NELSON & SONS. 


(Please turn to page 108) 
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Vigilance Committee and Better Business Bureau 


Curb Misleading Diamond Advertising in New York 


Shoppers Hired to 
Expose Deceptions; 


Ad Rules Drawn Up 


The Jewelers’ Vigilance Committee and 
the New York Better Business Bureau, 
acting jointly, last month took action to 
curb misleading advertising of diamonds 
and diamond jewelry. Shoppers were 
hired Dec. 1 to obtain proof that certain 
retail advertisers during the Christmas 
holidays, with the resultant increase of 
consumer buying, tended “to forget the 
rules of fair competition,” and the Bureau 
on Dec. 13 issued a bulletin of adver- 
tising recommendations. 

The next day, Dec. 14, at a meeting 
in the Bureau offices, attended by repre- 
sentatives of the Bureau, the Vigilance 
Committee, certain retail advertisers, 
newspapers and others interested, unani- 
mous approval was given to the following 
rules for advertising diamonds: 


1.—The following rules of the Federal Trade 
Commission governing the use of the terms 
“perfect,” “‘white,” and “blue white” shall be 
strictly applied: 


(a) “To falsely describe any diamond as 
‘perfect’ which discloses flaws, cracks, car- 
bon spots, clouds, cloudy texture, or blem- 
ishes of any sort when examined by a 
normal eye under an ordinary diamond 
loupe with the effect of misleading or de- 
ceiving purchasers or prospective purchos- 
ers, is an unfair trade practice. 

(b) “To falsely describe a diamond by 
the use of the term ‘blue white’ in adver- 
tising or selling it when the diamond 
viewed from the front and unset shows 
any tint or color other than bluish in 
clear daylight with the effect of deceiving 
or misleading purchasers or prospective 
purchasers is an unfair trade practice.” 


2.—Any diamond described as “4 carat,” 
“1%, carat,” ‘34 carat,” “one carat,” etc., 
shall not be less than the weight stated by 
more than 2 or 3 points. 

3.—No diamond shall be described as “% 
carat, approximate weight,”’ “one carat, ap- 
proximate weight,” etc. The words “approxi- 
mate weight” shall not be used. 

4.—All asterisks with attempted qualifying 
and explanatory phrases shall be eliminated. 

5.—When exaggerated illustrations are used, 
it is required that immediately under or be- 
side such illustrations or in a separate para- 
graph set off by itself in a conspicuous place 
in the advertisement there shall be printed in 
clear type the notation that illustrations are 
enlarged. For example—“Diamonds enlarged 
to show details,’ “Diamonds and rings en- 








larged to show details,” or “Illustrations en- 
larged to show design.” 


The special bulletin published by the 
New York Better Business Bureau said 
in part: 


“The diamond advertisements investigated 
were those which emphasize claims of color, 
quality and sizes. In only one instance did 
copy attempt to describe all of these factors, 
which, with character of cut, determine dia- 
mond value. It was found that color was 
usually featured with nothing said as to qual- 
ity or size; perfection was stressed with no 
mention of size or color; or size alone was 
stressed. 

“Diamonds having a decided yellow tint and 
in one case a pronounced brown color, were 
advertised as ‘white,’ ‘perfect white,’ and ‘blue 
white.’ Goods sold as ‘perfect’ were found to 
contain flaws and carbon spots. A _ solitaire 
advertised as ‘one carat’ weighed 72 points, or 
less than three-fourths of a carat. 

“One store offered one-half carat solitaires 
priced at less than $70.00. This advertiser 
had one such advertised stone to sell. It was 
full weight but of a dirty, grey brown color 
and was so full of flaws that experts advised 
it was worthless as a gem and of no vaiue 
except for cutting or industria! use. The sales- 
man in this store frankly stated that no one 
would want it and promptly offered the shop- 
pers other and better stones at higher prices. 

“Similarly ‘perfect’ and ‘blue white’ stones 
have been advertised below the wholesale cost 
in Antwerp or Amsterdam. But when our 
shoppers called and attempted to buy, no ring 
of the type advertised could be purchased and 
salespeople professed ignorance that the ad- 
vertisement had appeared. Yet, the next day 
the same copy was published again. 

“Other phases of misleading and confusing 
copy disclosed by this investigation include: 

“Use of exaggerated cuts (showing the stone 
enlarged ten to twenty times and the ring 
two or three times) with no accompanying 
explanation such as ‘illustration enlarged to 
show details’ or one of similar purport; 

“Use of the definite statement ‘one carat,’ 
and ‘one-half carat,’ etc., followed by an 
asterisk and below, in an inconspicuous place, 
the attempted qualification ‘approximate 
weight’ or ‘approximate size.’ 

“Claims of ‘a collection of diamonds (of a 
certain type) from $50 to $506’ or ‘gems of 
quality priced at $35 to $350,’ when the 
store had one or two diamonds only of the 
type or grade stated, to offer customers.” 





Speaking for the firms which belong 
to the Associated Credit Jewelers of New 
York and New Jersey, William Wagner, 
executive secretary, said: “We gladly ac- 
cept the rules provided by the Better 
Business Bureau and the Jewelers’ Vigi- 
lance Committee. Most of the regulations 
have been part of the association’s ad- 
vertising policy since NRA and our mem- 
bers have adhered to them.” 
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H andy & Harman Add 
Industrial Base Price 
Quotations for Silver 


Industrial users of silver who for 
many months had paid on the basis 
of 4434 cents an ounce—the New 
York quotation based upon the 
United States Treasury’s buying 
price-—benefited by lower cost Dee. 
20, when Handy & Harman adopted 
a policy of quoting an “industrial 
base price,” based upon the price at 
which silver suitable for industrial 
uses can be purchased in the world 
market for New York delivery. 


The new policy was begun with an 
industrial base price of 4314 cents on 
the first day, followed by three successive 
drops, 43 cents on Dec. 21, 425% cents on 
Dec. 22 and 42% cents on Dee. 23. 

Handy & Harman issued the following 
statement Dec. 22, explaining the de- 
velopment: 

“The continued spread between the 
import parity of the London market and 
the price paid by the United States Trea- 
sury for silver of foreign origin has made 
it necessary for Handy & Harman to es- 
tablish a quotation designated as their 
industrial base price to be used in buying 
and selling transactions with the arts and 
industries. They will continue to issue 
this price daily so long as the present 
situation exists. 

“Handy & Harman will also continue 
to issue daily their New York official 
quotation based on the Treasury price 
for silver of foreign origin eligible for 
delivery to the United States Govern- 
ment.” 

Under certain restrictions the Treasury 
has paid up to the present time (Dee. 23) 
45 cents an ounce for silver of foreign 
origin, and Handy & Harman’s New York 
Official quotation is based upon this price. 
The world price held fairly close to the 
latter, until the approach of the year’s 
end, when the London silver agreement 
and the President’s proclamation provid- 
ing for the purchase of domestically 
mined silver were to expire. 


B. B. Wolf has been appointed sales 
manager of Sharfman’s retail jewelers, at 
§21 Main St., Worcester, Mass. 
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Fair Practice Code 
Being Prepared for 
Watch Case Industry 


A new, more comprehensive fair 
practice code for the watch case in- 
dustry will be submitted soon to the 
Federal Trade Commission by the 
Watch Case Manufacturers Board of 
Trade, Inc., which has been formed 
from the old Watch Case Manufac- 
turers Association and numbers prac- 
tically every watch case maker in the 
New York area. 


Moreover, the membership has imposed 
upon itself the use of rolled gold plate 
with a minimum thickness of 114/1000ths 
in the manufacture of gold-finish cases. 
Subscribing wholeheartedly to the ele- 
vated ethical standard, two member 
firms have rejected orders to make 100,- 
000 “sub-standard” watch cases, said 
Herbert Greenberg, general counsel, 551 
Fifth Ave., New York. 

“The board has also established uni- 
form terms of sale and facilities for 
clearing credit information,” Mr. Green- 
berg said. “We are inaugurating a uni- 
form cost system, as a proper base for 
competition. A mutually binding con- 
tract pledges members to respect each 
other’s designs. 

“The minimum thickness provision for 
gold-finish cases will protect retail jew- 
elers and consumers from the evils of 
thin electroplated or processed watch 
cases, which quickly wear off or turn 
green. The stamping law alone does not 
solve this problem. 

“The code of fair practice that is now 
being drafted and copies of which are 
being forwarded to watch case manufac- 
turers throughout the nation, will when 
approved by the F.T.C. provide a legally 
enforceable set of regulations—with a 
body capable of supervising their enforce- 
ment. 

“The board will also be in position to 
correct whatever abuses may arise in 
future trends in the business, as for 


(Please turn to page 109) 





60 Years in Maiden Lane Section 





HIS 60TH ANNIVERSARY in the 
jewelry trade was observed Dec. 6 by 
Alpheus L. Brown, watch wholesaler 
of 15 Maiden Lane, New York, to 
whom the Twenty-Four Karat Club 
presented a sterling silver platter last 
January in recognition of his diamond 
anniversary year. It was on Dec. 6, 
1877, that he went to work for Schuy- 
ler, Hartley & Graham, on Maiden 
Lane, and after service with Wheeler, 
Parson & Hayes and Hayden W. 
Wheeler Co., in 1895 he entered busi- 
ness under his own name at 3 Maiden 
Lane, removing to his present address 
in 1924. He was president of the 
Twenty-Four Karat Club in 1914 and 
headed its board of directors from 1932 
until a year ago. 


EDWARD TODD 


Edward Todd, president of Edward 
Todd & Co., makers of gold pens, pencils 
and other objects, from 1897 when the 
firm was incorporated until 1932 when it 
was discontinued, died Dec. 24 of a stroke 
in his home, 994 Park Place, Brooklyn, 
N. Y. He was 80 years old. His father, 
of the same name, formed the business in 
1869 and the younger Mr. Todd became 
associated with it about 60 years ago. 
He was descended from John Alden and 
from Christopher Todd, who came to 
New Haven in 1639. 





J 


International News 





VICTOR (LEFT) AND HENRY LAMBERT, of Lambert Bros., 767 Lexington Ave., New 
York, with the August V. Lambert trophy, emblematic of the outstanding eleven in the 
t, which went for the second consecutive time to the University of Pittsburgh Panthers. 
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Oneida, Lid., Accuses 
Two New York Firms 


Under Fair Trade Act 


Striking its first blows at alleged price 
cutting under a state fair trade act, 
Oneida, Ltd., of Oneida, N. Y., on Dec. 
28 served papers upon the Macher Watch 
Co., 15 Maiden Lane, and Goldsmith 
Bros., 77 Nassau St., New York, with an 
order to show cause returnable Jan. 3 
as to why an injunction should not be 
placed upon them, to restrain them from 
advertising, offering for sale, or selling 
Community Plate and Tudor Plate at 
prices other than those established by 
Oneida, Ltd., under the Fair Trade Act 
of New York State. 

E. F. Kitendaugh, manager of Oneida, 
Ltd.’s legal department, said: “The proc- 
ess server is endeavoring to find two 
other parties in order to serve similar 
papers, and several other parties in New 
York City are under investigation for 
price cutting.” 

Oneida, Ltd. signed price maintenance 
contracts Nov. 11 in all states with Fair 
Trade acts. 


COWEN BROS. WIN DECREE 


The suit brought against Cowen Bros., 
36 John St., New York, by A. Sauer & 
Co., Cincinnati, to enjoin the alleged in- 
fringence of two patents of Albert H. 
Sauer, Jr., for the leather wrist watch 
strap of the so-called tubular type was 
terminated last month in the equity term 
of the U. S. District Court, Southern 
District of New York, with a decree in 
favor of the defendant. Judge Robert L. 
Patterson held invalid and void the 
Sauer design patent 98189 because of 
the public use thereof prior to May, 1934, 
the date of the Sauer alleged invention, 
and for the same reason he held invalid 
and void claims 3 and 6 of the Sauer 
patent 2,035,671. 


LEVITT FACES 2ND TRIAL 


Subsequent to the prosecution of viola- 
ors of the second-hand watch law and 
sellers of counterfeit dials, a suit is pend- 
ing in Municipal Court to collect from 
Abraham Levitt, 135 Fulton St., New 
York, the sum of $26 paid to him for 
watches the sale of which caused his ar- 
rest and a plea of guilty. He was fined 
$50. Of those who pleaded guilty, Mr. 
Levitt alone refused to pay back the 
money. 


H. A. NORTON RECUPERATES 


Christmas was especially happy at the 
home of Henry A. Norton, president of 
the Sterling Silversmiths Guild and sec- 
retary of R. Wallace & Sons Mfg. Co., 
Wallingford, Conn., for Mr. Norton was 
recuperating satisfactorily after a major 
operation. He had been indisposed for 
nearly two months. 


CAN YOU IDENTIFY THIS WATCH? 


Watch marks may identify a man whose 
skeleton was found Dec. 8 in woods of 
Nassau County, N. Y. Investigation dis- 
closed he died from natural causes. The 
watch, a Waltham, pocket, open face, has 
these markings: case, 2748229; movement, 
22397340, and scratch, 12/30/29 CM. 

















PLATINUM 


IRIDIUM, RHODIUM, 
RUTHENIUM, PALLADIUM 


IRIDIUM-PLATINUM 


In all degrees of hardness for the requirements 
ol the Jewelry Trade and other Industries 


The Quality of all our Metals and Products 
fully guaranteed 


PLATINUM WEDDING RINGS 


CHANNELLED-—PLAIN—ENGRAVED 
RHODIUM PLATING SOLUTIONS 


JOHNSON MATTHEY & CoO. 


INCORPORATED 
The oldest established and World-renowned Refiners 


15 WEST 47th STREET NEW YORK CITY 
Telephone: Bryant 9-4645 
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W. R. COBB CO. «™ 
101 Sabin Street, 
Providence, R. I. 
New York Salesroom: 320 Fifth Avenue 











Extends Best Wishes 


fora Prosperous New 


Year and a cordial 
invitation to visit their 


headquarters .... 


RK 


We are interested in 
all movements for the 
betterment of the 
diamond trade in the 
United States and 
abroad. Correspon- 


dence invited. 


DIAMOND DEALERS 
CLUB, INCORPORATED 


93-99 NASSAU STREET 
NEW YORK N. Y. 


Be _s 
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NEW YEAR 
OFFERING 












Special No. 10X—6/0 size, 7 
jewel Elgin or Waltham Man’s 
watch in Star 10K yellow rolled 
plate case, steel back. Complete 
with leather strap and 
gold filled attachments $6.75 
Same with 15j. movement, 
$8.75 
With leather cord band as il- 
lustrated 75 cents extra 
For many other exceptional 
values in high grade recondi- 
tioned, guaranteed watches, 
send for our sixteen page il- 
lustrated catalogue. 


WEKSLER & GOODMAN, Inc. 


Distributors of Keystone, Star Belove, 
Master and |. D. Watch Cases 


5 SOUTH WABASH AVE., CHICAGO 
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OVER $650,000.00 


Why don’t you become 
Scotch, too? 

Start now to save on the 
cost of your fire insur- 
ance—take your next 
policy with your Own 
Company, The National 
Jewelers Mutual. 


“Time and Fire Tested 
for over 24 Years.” 


NA VU 0 oe eee 


EWELERS 
MU T Ue 


FIRE. INSURANCE COMPANY 
JEWELERS INSURANCE BUILDING 
NEENAH, WISCONSIN 
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King Gets New Crown Jewel 





Pictures, Ine 


COMMEMORATING the coronation 
of King George VI and Queen Elizabeth, 
“the Cup of Majesty” is an important gift 
to the Crown announced by the Holyrood 
Amenity Trust, headed by the Duke of 
Atholl. The royal crest surmounts the 
cover of the silver-gilt jewel and the coat 
of arms and garter adorn the body. The 
supporting lion and unicorn take the posi- 
tion of handles. On the reverse side of 
the cup are the crown, the initials “G.R.- 
E.R.” and the date 1937. Frank Dobson 
devoted three months to designing the cup 
and another six months were passed in 
its making by Wakely & Wheeler. 





Cleveland Jeweler Presents Gunman 
Not Loot—But Sock on Head 


CLEVELAND, On10.—Alex Osinski, owner 
of a jewelry firm at 3870 E. 65th St., 
foiled a robber on the evening of Dec. 7 
and saved his jewelry stock. A youth of 
about 20 years entered the store to have 
a watch repaired. While the jeweler 
turned his back toward him to inspect the 
watch, he was struck on the head with a 
gun. Whirling around, Mr. Osinski 
grabbed a lamp from his desk and struck 
the would-be robber. When last seen, the 
youth was fleeing down the street holding 
his head. 





Sun’s Heat Through Lens Destroys 
Newark Jeweler’s Window 


Newark, N. J.—An estimated damage 
of $500 was caused at the store of George 
W. Frost & Son, jewelry firm, Dec. 3, 
when sun rays shining through lenses in 
the display window ignited paper decora- 
tions and ruined the window partitions, 
destroyed several watches and an outside 
display sign before store employees were 
able to extinguish it. 





PORTLANDER, 86, FETED 


PorTLAND, OrE.—Dan Marx, who has 
engaged in the jewelry business here for 
more than 50 years, recently received 
congratulations upon his 86th birthday. 
This city was not much of a town when 
Mr. Marx moved here. Dan Marx & 
Co. is located at 424 S.W. 6th Ave. 


83 








STAMPING OF 
PLATINUM 
WATCH CASES 


ALSO BRACELET ATTACHMENTS, SNAPS, 
SLAVE-LINKS, WATCH ENDS, ETC. 


Up to the minute with the very 
latest models, for all movements. 


NO NEED TO INVEST IN DIES. 


Dies stocked for the exclusive use 
of the manufacturer and his cus- 
tomers. 


All kinds of special! tools for the 
Jewelry trade. Steel trade - mark 
stamps made to order. Hard steel 
movement blocks to order. 


Write for catalogue. 


Out of town deliveries in 24 hours 


WILLIAM WISHINSKY 
100 West 21st Street, New York City 


Catering to the needs of 
the Watch Maker since 1920. 








This YEAR 


“— BRAND 
PRODUCTS 


Gold Solders 
Jewelers Findings 
Jewelry Boxes | 
Trophies— 
Prize Cups 
Medals and 
Miniature Sport 
Balls 




















F. H. NOBLE & CO. 


Manufacturers 


535-559 W. 59th St., Chicago 
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Dunkirk 


A POPULAR PRICED 
STERLING LINE 
OF QUALITY 


Send 
tor Photor 
Of 
Ppecial 
Values 
on 
Tea Seth 


GOLD RECOVERY & 
REFINING CORPORATION 


53 W. 47th ST., NEW YORK CITY 




















The Spirit 


of Service 


issincere and spontaneous 
at the Lexington. You'll find 
it a refreshing innovation 
in a large,modern hotel.. 
801 comfortable rooms with 
tub and shower bath, and 
radio from $3.50. 


Visit the Famous 


fantom 


@ On your next trip to New York 
be sure to see Manhattan's most 
unique restaurant. An authentic 
Hawaiian setting, even to a trop- 
ical hurricane. It has “taken the 
town by storm.” Dining and danc- 
ing nightly. 


HOTEL LEXINGTON, 


LEXINGTON AVENUE at 48th STREET 
NEW YORK, N. Y. 


Charles E. Rochester, Managing Director 

















Letter to the Editor 








LAUDS 2ND HAND 'WATCH LAW 
Editor, JEWELERS’ CIRCULAR-KEYSTONE: 

The second-hand watch law of New 
York state was an outcome of NRA days. 
After the law went into effect, Chair- 
man Phineas Peters of the Executive 
Board of Retail Jewelers’ Associations of 
Greater New York called a meeting to 
set up machinery to enforce the law. The 
Jewelers Enforcement Committee was the 
result. It was given limited financial sup- 
port by the associations affliated with 
the Executive Board, some of the watch 
manufacturers and a handful of other 
groups and individuals. 

The Jewelers Enforcement Committee 
sent literature to every retail jeweler and 
watch repairer in the New York district 
to inform him regarding the law, to ask 
him to observe the law and to contribute 
to the support of the committee’s work. 
The committee struggled along for 


months, handling complaints and making | 


investigations. More recently it turned 
over to the district attorney of New York 
County evidence which resulted in a 
grand jury handing up thirty informa- 
tions and the parties involved were ar- 
rested on bench warrants. 

Following their arrests, several of the 
jewelers called on me to help them out 
of their trouble. Some of them remarked 
that if they had been members of an as- 
sociation they would not have been ar- 
rested, inferring that the committee’s 
agents showed special consideration to 
association members. 

Since all of the arrests were made in 
Manhattan where the Metropolitan Re- 
tail Jewelers Association functions, I am 
proud to say that about 25 members of 
this association were shopped by the com- 
mittee and that every jeweler who sold 
second-hand watches was found to be 
complying with the second- hand watch 
law. 

I, therefore, would like to inform those 
who are under the impression that jew- 
elers’ associations exist for the purpose 
of protecting members who violate laws 
that they are very much mistaken. 

Our retailers’ associations protect our 
members by educating them to be ethical 
business men and by bringing to their 
attention all matters that affect their live- 
lihood. 

I hope that jewelers who have been ar- 
rested for violating the second-hand watch 
law hereafter will be more association 
conscious. Let me say to every jeweler 
in Greater New York, join your local 
association. The jewelers who support 
these associations carry the burden for 
those who do not, but the arrests for 
violating the second-hand watch law 
show that association members show the 
result of association work. It is en- 
couraging to learn that the associations 
have been successful in grading up the 
business practices of their members. 

Permit me to thank the Jewelers En- 
forcement Committee for living up to its 
promise to drive out of the jewelry busi- 
ness those who prey on unsuspecting cus- 
tomers and thereby give the rest of the 
jewelers a black-eye. 

Here’s hoping that the committee will 
make mass production of second-hand 
watches a thing of the past and that retail 
jewelers will again become merchants 
who buy and sell new watches. 


H. GoLpscHMIDT, President, 
Metropolitan Retail Jewelers Association 
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SIMONS 
THIMBLES 


Made in Sterling Silver— 
10Kt. and 14Kt. Gold 


9444449 2 J ptgeien 





217 


SIMONS BROS. CO. 
269 SOUTH 9th STREET 


PHILADELPHIA 
ESTABLISHED 1839 














STERLING SILVER 
Arts & Crafts Jewelry 
Designed by Ho be 


made in its entirety by hand 


By a Group of Artists 
and Master Craftsmen 








Brooches—Bracelets— 
Rings—Pendants 

In All Antique Silver 
Set with Genuine Onyx, Chrysoprase, 
Swiss Lapis, Carnelian & Amethyst stones. 
Prices ranging from $1.00 to $10.00 each. 


Assortment | — $50.00 
“s I!— 75.00 
111 — 125.00 
os IV — 150.00 


Delivery within Ten Days 


wt Hobe wets 


ee 
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NEW YORK: 


e Frey, 21 Maiden Lane, repre- 
aaan Cheever-T weedy Co., will be- 
gin his annual mid-winter selling trip, 
Dec. 25. : . 

Gustave Engelsman is now associated 
in a selling capacity with Raleigh Watch 
Corp., 16 E. 40th St., makers of Hallmark 
wewillisen W. Heer of the Concord 
Watch Co., 10 W. 47th St, sailed on the 
Europa Dec. 15 to visit the factory at 
Bienne, Switzerland, returning about Feb. 


he Bronx Retail Jewelers Association 
will hold the first nomination of officers 
at the next meeting, Tuesday, Jan. 4. 
The election will be held the following 
month. m 

Richard Shultz who joined the sales 
staff of Gemex Co., Inc., Dec. 20, will 
begin covering his territory, Philadelphia, 
Baltimore, Washington and the South, 
Jan. 15. Saat 

Henry Davis, jewelry salesman, has 
joined the sales staff of Levy & Goldfisher, 


manufacturers of platinum and_ gold 
watch cases and attachments, 99-105 
Canal St. 


Ernest W. Dellar, a retired New York 
jewelry salesman, died Dec. 17, at his 
home in Kenilworth, N. J. Mr. Dellar, 
aged 69, was a member of the Brother- 
hood of Traveling Jewelers. 

E. W. Frizzel, associated with the Gem- 
ex Co., Inc., for the past three years as 
sales representative, has been appointed 
to take charge of the New York office at 9 
Maiden Lane, succeeding C. J. Schreiver. 

C. Scheuer Co., wholesale jewelers for- 
merly at 180 Broadway, on Christmas eve 
held formal opening of its large new 
quarters on the second floor at 1 Maiden 
Lane. The business was started nearly 
25 years ago. 





Moe Manne, who is no longer asso- 
ciated with Foremost Rings Corp., of 
which he was founder and president, has 
established a modern plant at 74 W. 46th 
St., under the title Manne & Frank, Inc., 
manufacturing gold rings. 

Second nomination and election of offi- 
cers will be held at the January meeting 
of the New York Jewelers Benevolent 
Association, Tuesday, Jan. 4, at Proctor’s 
Lodge hall, 148 E. 58th St. A class of 
eight was initiated Dec. 7. 

Harold Scheuer, of the firm of C. 
Scheuer & Co., 1 Maiden Lane, sailed 
Dec. 26, aboard the Normandie on a 
combined business and pleasure trip of 
two months duration. He will tour 
France, Czechoslovakia and Italy. 

Due to the press of the holiday business 
the December meeting of the Jewelers 
Square Club was cancelled. Officers will 
be elected and installed at a meeting, 
Jan. 3, at Schwartz’s restaurant, Broad- 
way, near Dye st. A floor show will be 
provided. 

Don R. Leveridge will sail Jan. 6 for 
the diamond centers where he will repre- 
sent his father, A. D. Leveridge, diamond 
importer of 607 Fifth Ave., who recently 
returned from Antwerp and Amsterdam. 
The younger Mr. Leveridge will remain 
in Europe until Summer. 

Joseph D. Little, silver authority, em- 
ployed in the Maiden Lane retail store 
of the International Silver Co., recently 
resumed work after a month’s absence 
during which he underwent an operation 
at the Passaic, N. J., General hospital. 
His health is now greatly improved. 

Sol Charak, jeweler of 7218 3rd Ave., 
Brooklyn, treasurer of the Third Avenue 
Business Men’s Association, introduced 
Attorney General John J. Bennett at the 
recent annual meeting of the association. 





Diamond Setters Celebrate 1st Year Under New Regime 





_PITCHED TO THE TEMPO of the Big Apple, in which it received instruc- 
tion from a troupe of vivacious youngsters, the Diamond Setters Association of 
New York, Inc., observed the first anniversary of its reorganization with a din- 
ner-dance Dec. 4, at the Hotel McAlpin. An attendance of 350 members and 
guests spoke well for the unity of the “outside” setters in the New York trade. 
Among the guests were several from distant cities. Toastmaster Max Weinman, 
counsel, introduced Alfred Sessa, president; Walter Ronner, business agent; 
Leon Williams, business manager of the International Jewelry Workers Union; 
and Joseph Kraysler, “dean of the diamond setters of the United States.” The 
affair was in the nature of a testimonial to the officers who have completed a 
year of successful cooperative effort, and tokens emblematic of the association’s 
appreciation were conferred on the following officers and directors: Mr. Sessa, 
Irving Frank, Henry Nubell, Max Gerber, Pete Carracino, Henry Gochman, 
Robert Spira, Charles Fain, Moe Haritan, Max Rifkin and Joseph Kraysler. Mr. 
Weinman and Mr. Ronner were presented with engraved watches. Nomination 
of officers to serve during the ensuing year will be made Jan. 4. 
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CHINESE GEMS CO. 
J ADE INC. 


and other Semi- 
Precious Stones for 
Compacts, Bags, 
Picture Frames and Boxes. 
Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 

















BLANCARD & CO. 


119 W. 23rd St., N. Y., N. Y. 
ANNOUNCE THAT 


A. W. COHEN 


Who has sold Lohengrin products for 
many years, will represent them in the 


MIDDLE WEST and 
adjoining territory 


showing their fine line of 


“Lohengrin” 


WEDDING RINGS 








Unusual Gems 
Bought and Sold 


Se 
STEPHEN VARNI CO. 
580 Fifth Ave. New York, N. Y. 








Coat of Arms Seads 


ENCRUSTER 


BRAUNFELD &© MEHLMAN 
108 FULTON STREET 
Drilling NEW YORK, N. Y. Gem Cutting 

















Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 
S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapida 
Work Carefully and Promptly Filled 





Diamonds 


and 
Diamond Mounted Jewelry 


WHITELAW BROTHERS 
Diamond Importers and Cutters 
48 West 48th St. New York City 











“ORIENTA” 
CULTURED PEARLS 
yam Oley NER 4 


Lis hrislic 6 


65 NASSAU STREET "WEW YORK 











STOP WATCHES 


Low-Priced Line. 

7 Jewels—Popular Sellers. 
Fully Guaranteed. 
Write for free Catalogue 
No. C-1 
BRENET WATCH CO. 
266 W. 40th St., New York 





















send a Sketch or Model 
of your invention for 
















SRO 
FREE (nuit ENT Are! | 


. S. Pat. Off. records searched 
for ANY Invention or Trade Mark 


RCH CROWN TAGS 


CELLULOID — METAL — PARCHMENT 


temd for Oataleg limetrattag 
ee Rew hemgprowet fame 



















18 Orawtferd &t. Newark, BN. J. 








WANT ole representation for the City. 
Watch or Jewelry Manufacturer 
LEO HOFFER 
704 Traction Bidg., Cincinnati, Ohio 


Old established, fine watch repairer, to the 
consumer, in fine building. 

















| )E | PECE—— 


SKELETON POCKET WATCHES 


48 WEST 48TH ST. NEW YORK 








TRADE WATCH REPAIRING 
All W ork Guaranteed One Year. 


Write fer Price List 
GEDDES & CRAMER 


11183 Chrisler Ave., Schenectady, N. Y. 
Service That Seatisfies 











We Solve Repair Problems! 
@ Jewelers Parts Replaced 
¢ Silversmiths 


Order Work ¢ Platers 


GUARANTEE REPAIR & PLATING SERVICE 
“25 Years’ Practical Boperitenee” 
New Yeork Oley 





71 Nassau St. 





Watch and Jewelry Repair Tags, 
Envelopes—with Claim Check and 
others; Ring Size-Cards and In- 


stallment Books 


Printing of all kinds at lowest prices. 
Discount to jobbers. 


SUPREME TAG CO. New vorcsNi*Y: 





BRIDESMAID 
‘ — 
DIMES 
a 4» 
STERLING 


T - BOSTON. MASS 














Mr. Bennett acted as installing officer and 
talked on the legal functions of business. 

Moe Rooder, lapidary at 35 Maiden 
Lane, was recently honored with the 
presidency of the Anvil Club of Brooklyn, 
Inc., a charitable organization of the 
Sheepshead Bay section of Brooklyn. This 
group gave turkeys to needy families at 
Christmas, in addition to a children’s 
party. 

A. Cohen, who for years represented 
Blancard & Co., manufacturing jewelers 
of 119 W. 23rd St., is again associated 
with the reorganized firm, and will call 
on the trade in the Middle West, includ- 
ing Pittsburgh, Chicago, Denver, Dallas, 
Waco, New Orleans, Memphis and St. 
Louis. 

Harry Iskin, manufacturing jeweler of 
Philadelphia, has opened a New York of- 
fice in 9 Maiden Lane, room 1402, with 
Charles S. Bruder in charge. The firm 
specializes in marcasite costume jewelry, 
religious jewelry, pendants, emblems, 
etc., and will have a complete line on 
display at all times. 

All arrangements for the annual meet- 
ing of the Brotherhood of Traveling 
Jewelers, to be held Jan. 8, at the New 
York Athletic Club, 7th Ave. and 59th 
St.. were made at a trustees meeting, 
Dec. 4. G. H. Niemeyer heads the com- 
mittee in charge of the program which 
calls for entertainment and refreshments. 

A permanent exhibit entitled “How a 
Gem Was Born,” which shows the com- 
plete evolution of gems from the rough 
material to the finished jewels, including 
specimens showing the various stages of 
cutting and polishing, and finally the ar- 
tistic jewel creation has been opened in 
Room 2010, 580 Fifth Ave., the office of 
the Stephen Varni Co., cutters and im- 


porters. 


By coincidence in numbers, the 11th 
Shaw’s Jewelry, Inc., store was opened 
last month at No. 11 W. 49th St., in the 
ground floor of La Maison Francaise, 
showing in a dignified, modern setting a 
distinctive assortment of costume jewelry 
and handbags. Mrs. Charlotte G. Shaw 
is president and W. Barrett Shaw, who 
opened his first store in. New York in 
1906, is treasurer. 

J. V. P. Heinmuller, president of Lon- 
gines-Wittnauer Co., Inc., 6 W. 48th 
St., returned Dec. 6 on the Normandie 
after a three weeks’ visit to the factory 
at St. Imier, Switzerland, arranging for 
1938 production schedules. Col. Charles 
A. Lindbergh, recently returned to this 
country, conferred with Longines-Witt- 
nauer Co. with regard to latest develop- 
ments in the Lindbergh hour angle watch. 

Hyman Goldschmidt has been named 
president of the Metropolitan Retail 
Jewelers Association for his fifth consecu- 
tive term. Other officers to be re-installed 
at the next meeting are: Harry Goodman, 
vice-president: Richard H. Meiser, secre- 
tary; Abe Wolf, treasurer, and Samuel 
Horowitz, financial secretary. This as- 
sociation will fix its attention upon the 
matter of misleading retail advertising 
for the next few months. 

H. M. Paskow of William V. Schmidt 
Co., Inc., 22 W. 48th St., returned Dec. 
20 after a 10 weeks’ transcontinental trip, 
the last two weeks of which were in the 
Pacific Coast area. C. Edward Paskow, 
president of the firm, said that pre- 


Christmas business compared favorably: 


with last vear’s and predicted that, as 
usual, colored stone importers will write 
a greater volume of important orders in 
January than they did during the last 
month of the vear. 

When a heavy laundry truck swerved 
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to avoid hitting an auto at Tremont & 
Washington Ave., the Bronx, Dec, 7 it 
crashed into a diamond display window 
of M. Hoffman & Sons, spraying jewelry 
and plate glass, some of which struck 3 
73-year-old pedestrian, fatally. About 
$25,000 worth of fine jewelry was scat. 
tered on the street, but the employees 
quickly formed a cordon around the scene 
and all but several thousand dollar, 
worth was recovered. 

J. J. Schmuckler & Son, widely known 
wholesale jewelry firm, will remove Jap, 
3 to suite 615 in the sixth floor of the 
International Building, Rockefeller Cep. 

a 





















37 MAIDEN LA 
H. KURI jew york. nt 
BUY DIRECT FROM IMPORTER 





. Yd 7 
FINISHED BALANCE STAFFS 
for Swiss watches. Also imitation 
staffs for Elgin, Waltham and 
other American watches. ross 
in stock, over 250 different dees 
models and lignes. Also STEMS 
for Swiss watches. 
Per dozen (not less of one ligne, size)......, $.25 
Per gross (not less of one ligne, size) ....... 
Large quantities of BALANCE STAFFS or 
STEMS sold at special discounts to jobbers, 
ASSORTMENTS of Balance Staffs or Stems for 
either A.S., BULOVA or GRUEN watches, 
assort- 


0 

models for BAGUETTE from 2/2 ligne to 4% 
ligne or from 2/2 ligne BAGUETTE to 13 ligne. 
Per assortment of 6 dozen ................. 2.00 
CABINET of 144 dozen Balance Staffs, 144 
different kinds for Swiss watches or for Swiss 
and American watches, ! dozen of each kind. 
Each size or model in separate, celluloid, 
rust-proof bottles, fitting approximately 200 
DIFFERENT MOVEMENTS. 
From Baguette to 12, 16 size pocket watches. 
hes cad dark acbibnk 6b denne vege . 
Same assortment, 2 dozen of each kind........ 20.00 
ASSORTMENT of STEMS containing 72 
models for Swiss watches from Baguette to 13 
ligne, | dozen of each model, 6 gross complete.. 14.00 
ALL assortments, small and large, boxed in at- 
tractive cabinets, each size and model parti- 
tioned, containing celluloid, rust-proof bottles. 

LANCE HOLE JEWELS for American 
watches, high grade quality, per dezen...... Pi 
BALANCE HOLE JEWELS for Swiss watches, 
assorted from 4'/2 to 10/2 ligne, per gross.. 
From {0/2 ligne to 16 size .............eeeee 1.25 
JEWEL SCREWS for Swiss watches from 
Baguette to 10/2 ligne, superior quality, tem- 
pered, polished, {2 different sizes, each size sepa- 
rate, in a celluloid rust-proof bottle. Exact 
measurement to 1/100 of a millimeter. 





Per assortment of one gross .................. 1,25 
Assortment of 2 gross, 24 different sizes, from 

22 ligne to 16 size poeket watches .......... 2.25 
Assortments, unpolished, 12 sizes, 2 gross .... 1.25 


HANDS, steel blue, fine finish for Swiss Brace- 

let watches from 5 to 5% ligne or from 6 to 

6% ligne. Per dozen pairs on a card......... ‘ 

Same in Minute hands only, 2 dozen on acard.. 35 

Shipped C.O.D. or against payment in advance. 
Postage charged. 











S; 
WATCH DIAL 
REFINISHING 


P. J. BREIVOGEL 
65-A Nassau St., NEW YORK CITY 


————- 
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ter, 630 Fifth Ave., leaving the building 
at 133 Canal St. which it had occupied for 

33 years. The firm distributes American 
watches and a varied line of clocks, sil- 
yerware and jewelry. Its principals are 
Jacob J. Schmuckler, founder of the busi- 
ness, and his son, Bernard Schmuckler. 
The spacious, modern new quarters cover 
5,000 square feet. ipa 

"A lecture on the self-winding clock, 
with a demonstration of its use by rail- 
roads and radio stations, was given be- 
fore the New York Horological Society 
Dec. 7, by J. C. Wilcox, sales manager of 
the Self Winding Clock Co., Brooklyn. 
R. Salomon was delegated to write a 
history of the association, dating back to 
the old New York Watchmakers Society, 
which will be included in the program 
for the annual dinner-dance, which will 
be held Feb. 12, at the McAlpin Hotel. 
J. Roehrich, president, conducted the ses- 
sion. 

Entertainment by a troupe from the 
Coconut Grove is planned for the annual 
Winter social of the Maiden Lane Outing 
Club, Feb. 24, on the 27th and 28th floors 
of the Park Central hotel. After many 
pounds of steaks have been consumed and 
the oor show has been presented, the re- 
mainder of the evening will be devoted 
to social activities. The commitee in 
charge is composed of President Robert 
Quayle, Vice-president Ben Biffar, Secre- 
tary-Treasurer Jerry Grant, Howard H. 
Hetherington, Charles Parker, Al Betz 
and Sam Cohen. 

A promotion scheme sponsored by Har- 
per’s Bazaar took an unexpected turn 
when one of 100 homing pigeons deliv- 
ered with messages to as many Fifth Ave- 
nue merchants failed to return to its cote. 
The pigeon in question was taken to 
Marcus & Co., 671 Fifth Ave., where 
William Elder Marcus, president, wrote 
a congratulatory note, enclosed a small, 
unmounted diamond, inserted them in a 
small aluminum tube on the pigeon’s leg 
and released the bird. Instead of going 
home, the pigeon was reported “lost.” 
Five days later a negro on 136th St. tele- 
phoned Harper’s and announced that he 
had pigeon and diamond. He got a re- 
ward for returning them. 

Three youths are under indictment for 
their participation in a window-smashing 
at the store of F. Ferrara & Son, 127 
Graham Ave., Brooklyn, on Wednesday 
night, Dec. 10, when jewelry with an 
estimated value of between $8,000 and 
$10,000 was stolen. The elder Mr. Far- 
rara, hearing the crash of the glass 
grabbed a revolver, ran to the street and 





rings which were recovered by the police, 
but about 38 are still missing. A Brook- 
lyn youth who was identified was arrested 
and implicated his companions who were 
arrested the following day in Boston, 
Mass. 





Plans Completed for Banquet 
of Jewelers’ 24 Karat Club, 
Jan. 15 at Waldorf-Astoria 


The 36th annual banquet of the Jewel- 
ers’ Twenty-four Karat Club of New 
York City, perennially the highspot social 
function of the nation’s jewelry industry, 
will be held the night of Jan. 15, at the 
Waldorf-Astoria Hotel. 

Under the chairmanship again of G. H. 
Niemeyer, the affair promises to be bigger 
than ever and even more representative 
of the jewelry industry, with an antici- 
pated attendance of between 600 and 700 
members and guests. The latter will in- 
clude retail jewelers from all parts of the 
country, some of whom will be in New 
York at that time to attend an important 
committee meeting of A.N.R.J.A. proposed 
on or about that day. 

The nature of the souvenirs for the 
occasion is cloaked in secrecy, but com- 
mittee members promised that they will 
be most unusual. Besides Mr. Niemeyer, 
banquet committee members are Walter 
Eitelbach, Walter N. Kahn, Julius Kauf- 
man, Albert Levy, R. C. Linthicum, Ray- 


mond Mehrlust, Reginald Reichman and 


John A. Sommer. 





Jewelry Crafts Association Firms 
Want Profits Tax Burden Lifted 


Firms affiliated with the Jewelry Crafts 
Association, New York, were among the 
manufacturers of platinum and_ gold 
jewelry who last month urged members 
of Congress to either repeal or modify 
the tax on undistributed profits and the 
capital gains tax. Advising members to 
communicate with senators and congress- 
men in this regard, Henry L. Sperling, 
secretary, wrote: 

“There is an increasing sentiment 
among our legislators in favor of either 
repealing or modifying said taxes, but 
that sentiment is by no means crystallized, 
and there is no assurance that Congress 
will take prompt action on same.” 





Silver Anniversary is Celebrated 
by Dreher Bros. & Wider 


HA. B. Robbing & Co. 


SILVERSMITHS 
Formerly with Currier & Roby 
Reproductions—Antiques Restored 
Special order work—Gold and Silver plating 
No job too small or toe large 


New York, N. Y. 





JACK J. FELSENFELD 








PRECIOUS, SYNTHETIC 7 


and Imitation Stones 
Jobbing Stones Our Specialty 








Expert Pearl and Bead Stringing 


LOMO NOVELTY CO. 


Unquestioned Reliability 
10 W. 47th ST. 


NEW YORK, N. Y. 











“MINERVA” 
STOP WATCHES 


Sole U. S. Agent 


M. DUCOMMUN 


580 FIFTH AVE., NEW YORK 














GOLD 


SILVER 
PLATING 


Silverware Repaired 


Equal to NEW 
Removing of Engravings 


(After) 








fired several shots into the rear of the The firm of Dreher Bros. & Wider has | |Wi. HERTEL & CO, Inc. 


automobile which was used for the get- es : 
away. In the flight the robbers lost five been receiving the congratulations of the Silversmiths & Platers 








trade on the occasion of its 25th anni- 17 W. 45th St. 
versary. This firm, which began business New York City 
at 49 Maiden Lane, specialized in opals, “18 years at the same 
but today handles all precious and semi- address” 








precious stones and has one of the largest 
zircon businesses in the United States. 
The firm was on Maiden Lane until 1929, 
when it moved to the present address, 48 
W. 48th St. The business is still under 















the same management of Jacob and Otto | oe An Alloy 
Also Pr pe pgp —_ Dreher and George J. Wider, and now ; 
110 West 40th St. ¢ 8 New York | has a personnel of ten. Especially Made for 











The R. F. Simmons Co., Attleboro, 
DI A L b t Fi NO SHIN G Mass., last month announced that because 
of the illness of Edward A. Moore, west 

iar? WATCH AND CLOCK coast representative, Harry J. Mitchell, 

. j HIGH GRADE EUROPEAN METHOD | mid-west representative, will cover the 
24 Hour Service coast and Frank A. Rydstrom, eastern 


PRESSURE & CENTRIFUGAL 
CASTING 
YELLOW GOLD — ALL KARATS 


H. HENRICH, Inc. 


Fine Gold Alloys—Since 1879 
64 FULTON STREET, NEW YORK, N. Y. 


iJ.¢.8. Write for Price List representative, will visit part of Mr. 
Mitchell’s territory. Hayward H. Sweet, 

ROVAL DIAL & REFINISHING co. New England representative, will tem- 
NASSAU ST. NEW YORK, N.Y. | porarily take over the New York area. 


THE JEWELERS’ CIRCULAR-KEYSTONE 87 
for January, 1938 





























TNE ORR Aa ESN om mmc ee 





See name 


ee 








BOWMAN 


Technical School 
Courses for Success for 
Watchmakers 
Engravers, Jewelers 





ag 
isl 
Write for free book ‘‘Your Future and Our School.” 


JOHN J. BOWMAN, Director 
Bowman Bldg., Lancaster, Pa. 
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BROGAN 


Manufacturer of Distinctive Diamond 


Mountings and Wedding Rings 


805 Sansom Street « P hiladelphia 








ORDER YOUR 


TELECHRON and REVERE 
Electric Clocks 


SETH THOMAS CLOCKS 
WESTCLOX PRODUCTS 


MT. VERNON—Amer. Watches 
Repair Dept. Supplies 
From authorized Distributors 
JOS. B. BECHTEL & CO., INC. 
729 Sansom St., Philadelphia 


(Satisfactory service for 42 years) 








Philadelphia College of Horology 





SCHOOL FOR WATCHMAKERS, 
JEWELERS AND ENGRAVERS 


Broad and Somerset Streets 
PHILADELPHIA, PA. 








ELGIN & CYMA 
WATCHES 











LOUIS SICKLES 


1015 Chestnut St., Philadelphia, Pa. 
“Wholesale Distributors tothe Trade” 











ZIRNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON 2!48,.(2T4 87. 


PHILADELPHIA 











713 SANSOM ST. 


EMPIRE 


SMELTING & REFINING CO. 


JOIN THE RANKS OF OUR 
SATISFIED CUSTOMERS. IT PAYS. 


GOLD — SILVER — PLATINUM 


PHILADELPHIA 











MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








Sol Dubrow, a jeweler for more than 
40 years, died Nov. 25 at his home, 740 
South St. He was 61. He was born in 


Philadelphia, was a Mason and a mem- 
ber of Brith Achim Lodge. 

Salesmen and members of the office 
force were forced to flee when fire broke 
out in the jewelry store of John J. Her- 
man, of 735 Walnut St., Dec. 1. Firemen 
extinguished the blaze. 

A thief who threw a brick through the 
glass stole watches valued at $200 Dec. 
5 from the window of a restaurant at 24 
N. Burlington St., Gloucester, N. J. The 
watches were owned by William Gannon, 
Gloucester jeweler, who held them on 
display. 

The romance of silver during the early 
days of American history was the theme 
of a special display of silver at the House 
of the Colonial Dames, 1630 Latimer St., 
Dec. 8 to 11. The pieces exhibited were 
limited to English silver in the Colonies 
before 1775 and American-made silver 
prior to 1825. 

Stewart Kingsley Jewelry Co. opened 
a new store at 1102 Chestnut St. during 
December. Jay Goldstein, treasurer of 
the concern, said the store would be a 
branch of the company’s main store at 


| the Boardwalk and Tennessee Ave., At- 
| lantic City. Mr. 


Goldstein is managing 
the Philadelphia branch. 

Robert E. Albright, 61, for many years 
a Philadelphia jeweler and credited as 
the designer of the chain necktie clasp 
made by Swank, died Dec. 14 at his shop, 
717 Sansom St. Mr. Albright was a 
member of the Masons and of the Arti- 
sans. A son, Earl J. Albright, associated 
with him in business, and his wife, Mrs. 
Mary M. Albright, survive. 

A $50,000 estate was left by Edward J. 
Geibel, jeweler of 3617 Germantown 


| Ave., who died Nov. 19 at-his home, 3617 


Germantown Ave., his will revealed when 
it was admitted to probate Dec. 14. Mr. 
Geibel created a trust fund of $10,000 for 
his widow, Mrs. Flora A. Geibel. On her 
death or remarriage, the fund is to revert 
to a daughter, Helen S. Geibel. 

Walter Kindorski, 19, described by po- 
lice as “The Eel,” was held without bail 
for a further hearing last month as the 
elusive robber responsible for a series of 
jewelry thefts in the Port Richmond sec- 
tion of the city. Held with him on charges 
of receiving stolen goods were Edward 
Kozkowski, 21, and Simha Glusman, a 
jeweler of Allegheny Ave. near Jasper St. 

Arthur Edwin Hobson, 80, a pioneer in 


| the silverware business and former presi- 
| dent and treasurer of the Hartford Ster- 





ling Co. of Philadelphia, died at his home 
in Meriden, Conn., Nov. 29. Mr. Hobson 
became president of the Hartford Sterling 
Co. in 1920 and resigned two years ago 
because of ill health. He is survived by 
his widow, a daughter, a brother and two 
sisters. 

Two thousand dollars worth of moltci 
gold was saved Dec. 11 when fire swept 
the first and second floors of the Empire 
Smelting and Refining Co., 713 Sansom 


| St. The gold, in a crucible, was carried 


to safety by Louis Kahn after the fire 
broke out near a smelting furnace on the 
first oor. William Jacobs, manager, said 
the damage was confined to woodwork 
on the two floors. 

Mrs. S. Louisa Mitchell, 80, of 1012 
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PHILADELPHIA: 















Cooper St., Camden, N. J., a member of 
one of Camden’s oldest families, died at 
her home last month. She was the widow 
of Harry K. Mitchell, who was associated 
49 years with the firm of S. Kind & Sons, 
Philadelphia jewelers. Mrs. Mitchell js 
survived by two sisters, Miss Mary . 
Houston and Mrs. Jesse E. Shubrick, of 
Camden. 

Diamonds, emeralds, rubies and sap. 
phires in modern settings from a number 
of private estates were placed on auction 
at the art galleries of Samuel T. Freeman 
& Co. Dec. 7. Featuring the sale was aq 
diamond and ruby collar containing 13 
rubies and 1500 diamonds from the collec. 
tion of the late Thomas B. Wanamaker, 
son of John Wanamaker, noted Philadel- 
phia merchant. 


Harry Iskin 


announces 
opening of New York Office 
9-13 MAIDEN LANE 
(Suite 1404) 


under supervision of 


CHARLES S. BRUDER 



















showing a complete line of 


Marcasite Costume 
JEWELRY 


RELIGIOUS 
JEWELRY 


Emblems, Pendants, 
etc. 





FACTORY: be SANSOM ST., PHILADELPHIA 
New York Telephones: 


BArclay 7-8090 
’ _ 














FOR SALE 


wall cases, fitted trays and 
Apply 

S. KIND & SONS 
1107 Sansom St. Philadelphia, Pa. 


Floor cases, 
other jewelry fixtures. 








NATIONAL WATCH REPAIRING 
COMPANY 


Rendering Prompt and Efficient Service to 
a Discriminating Clientele all over U.S. 


Send for Special Price List 
727 SANSOM ST., PHILADELPHIA, PA 
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ROVIDENCE: 


The D. E. Makepeace Co., of Attleboro, 
has leased offices at 120 Liberty St., New 
ie Federal Chain Co. is making reno- 
vations and _—— at its plant, 

Jeorgia Ave. 
Mien Thurber Corp. has opened a 
branch store in the exclusive residential 
section at Wayland Square. . 

Edmund C. Mayo, president of the Gor- 
ham Mfg. Co., and his wife have returned 
from a visitation through the South. 

The Gorham Mfg. Co. began the pay- 
ment on Dec. 15 of a dividend of 50 cents 
a share on the common stock to stock- 
holders of record of Dec. 1. co 

Frederick W. Aldred, of Gladding’s, 
Inc., has been elected a director for three 
years of the Retail Trade Board of the 
Providence Chamber of Commeree. 

William Reynolds and Max Markham, 
for several years associated with George 
L. Claflin Company of Providence, have 
opened a, jewelers’ supply business at 

tleboro. 

“Col Joseph Samuels, president of The 
Outlet Co., on Christmas Eve distributed 
a bonus equal to two per cent of their 
annual salaries to between 1100.and 1200 
employes. 

Employes of the H. F. Barrows Co., of 
North Attleboro, held a Christmas party 
the night of Dec. 8, in the factory build- 
ing with Donald A. Barrows, president 
of the concern, as host. 

At a meeting of directors of the High- 
land Country Club, Attleboro, Grover C. 
Richards, head of the Watson .Co., was 
elected president, and »umuel M. Stone 
vice-president for 1938. 

The Johnson Brush Co., manufacturers 
of brushes of all linds including those 
used in the manufacturing jewelry indus- 
try, has moved into a new factory on 
Orne St., North Attleboro. 

David P. Hawkins, tor more .tan 40 
years associated with the W. S_ Biackin- 
ton Co., North Attleboro, diec Dec. 8 at 
his home in Attleboro, in his 88th year. 
He is survived by his widow. 

The last half a month of the year 
witnessed the arrival at the local hotels 
of an unusually large number of buyers 
for wholesale and department houses. 
This vanguard of spring buyers is 
heralded as a promising indicative of 
business for 1938. 

The New England Moulding Corp., 
Pawtucket, has been incorporated to 
manufacture and deal in plastics and 
metal products with an authorized capital 
of $2000 common stock divided into 20 
shares of $100 each. Incorporators are: 
Archie S$. Alsop, A. V. Small and L. G 
Martin, all of Providence. 

The Art Mold & Die Company, Inc., 
has been incorporated under the laws of 
Rhode Island to deal in jewelry trade 
equipment with an authorized capital of 
100 shares of common stock of no par 
value. The incorporators are: Eugene J. 
Sullivan, Jr., A. M. Mulholland and M. 
Loehning, all of Providence. 

The case of M. Swift & Company of 
Hartford, Conn., against the W. H. Coe 
Mfg. Co., manufacturers of gold leaf at 
89 Ship St., Providence, in a patent suit 
for alleged infringement, was heard a 
few days ago before Judge John C. Ma- 
honey in Federal Court here. After 
several days hearing it was held for ad- 
visement. 
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The Clayton Co. of Providence has 
been granted a charter to conduct a manu- 
novelty and button 


facturing jewelry, 
business with an authorized capital of 
$5000 common stock, divided into 50 


shares of $100 each. The incorporators 
are: Louis E. Perreault. Jva L. Perreault, 
of Richmond, K 1. anu John A. Morette 
and E. P. Moretta o: Cranston. 

More than 1500 persons attended a so- 
cial and dance given by Local 129, Jew- 
elry Tool Makers and Die Cutters Union, 
in Elks’ Auditorium Dec. 3. The affair, 
the first to be given by the union, included 
a floor show. A number of manufactur- 
ing jewelers were present, as was David 
Clydesdale, Grand Lodge Representative 
of the International Machinists’ Union. 
Peter Parisie was chairman and Business 
Agent Thomas F. Dyer assisted in the 
arrangements. 

Frank M. Robataille, who has been an 
instructor in the jewelry and silversmith- 
ing department of the Rhode Island 
School of Design for the past 25 years, 
was one of ten members of the faculty 
who were honored on Dec. 17 at a recep- 
tion and tea tendered by the faculty and 
trustees to those who had served from 
25 years or more. Each guest received 
a copper tray with a bronze centerpiece 


of the school seal, designed and con- 
structed in the school’s department of 
jewelry. 





Big-Mid-February Banquet 
at Providence-Biltmore Is 
Planned by N.E.M.]. & S.A. 


PROVIDENCE, R. I.—Plans for the annual 
banquet of the New England Manufac- 
turing Jewelers’ and Silversmiths’ Asso- 
ciation, which usually occurs about the 
middle of February although no date has 
yet been fixed for the current affair, are 
now being made. The arrangements 
committee has held several meetings and 
tentative plans have been made, and it 
is expected that it will exceed any sim- 
ilar gatherings for several years. It will 
be staged in the Colonial ballroom of the 
Providence-Biltmore Hotel and already 
reservations are being made by members 
for rooms for the occasion. 

The entertainment committee, a stand- 
ing committee for the current year, con- 
sists of H. Dean Baker of the Attleboro 
Refining Co., chairman; Frank R. Bud- 
long of William C. Greene Co., Ince., 
Donald LeStage, Jr., of the LeStage Mfg. 
Co., Raymond L. Wells, of the Wells 
Mfg. Co., and H. Benjamin Whitaker of 
the Bridgeport Brass Co. 

This committee has been augmented bv 
the following to constitute the special 
banquet committee: J. Carlton Bagnall of 
Swank Products, Inc., John Blackinton of 
R. Blackinton & Co., Fred A. Bullock of 
Dolan & Bullock, Leo B. Curran of Cur- 
ran Mfg. Co., Francis Curren of Pease & 
Curren, Harry W. Fisher of Swift & 
Fisher, Horace B. Gowen of Ripley & 
Gowen Co., Ralph L. G:iffth of R. L. 
Griffith & Son Co., Inc., Samuel Hamin 
of Thomas McGrath, Inc. Samuel Hol- 
man, Jr., of J. M. Fisher & Co., Inc., 
Toseph H. Lancor of Iancor Mfg. Co., 
William G. Lind of T. W. Lind Co., Inc., 
Robert Meller of Adolf Meller Co., Edson 
Sawyer of Improved Seamless Wire Co., 
Inc., Carl Schraysshuen of the Carl-Art, 
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Inc., Hayward W. Sweet of the R. F. 
Simmons Co., and Willard A. Ormsbee, 
President of the Association, ex-officio, of 
Taunton Pearl Works, Inc. 





THOMAS LONG CO’S NEW FRONT 


Boston.—When Thomas Long Co., Inc., 
40 Summer St., installed its modern, at- 
tractive front, a photograph of which 
was published in this journal last month, 
a larger, more inviting entrance was in- 
corporated, and the windows were made. 
low, only four and a half feet high, to 
focus attention on display. The windows’ 
are trimmed in yellow bronze; above and 
below is a Pich, dark-green Vermont 
marble, and encircling the ensemble is a 
border of black. granite from Vinal: 
Haven, Me. An added feature, Corning, 


‘glass blocks, gives extra’ daylight in the’ 


private diamond show rooms. 








CONCORD 


Stlversmiths 


CONCORD 








REED & BARTON 


SILVER POLISH 


Approved by Good Housekeeping . 
A superior polish—made by silver- - 
smiths for jewelers’ use and resale. 
Freight now prepaid in U. S. — 
jeweler receiving full 100% profit 
REED & BARTON - Taunton, Mass. 





LS MFG. CO., ATTLEBORO, MASS. 
MASSACHUSETTS 
SCHOOL OF OPTOMETRY 





Four-Year Day Course 
Fer further information address: 


Administrative Office i 


1112 BOYLSTON STREET 


Boston, Massachusetts 





ANCHESTER 
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ARISTOCRATIC 
STERLING 
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GRAU & HUBER 


Manufacturing Jewelers 
Diamond Setting 
Special Order Work 
Watch and Jewelry Repairing 
Engraving and Carving 
Of All Kinds 
Founded 1918 


416 CLARK BUILDING 
PITTSBURGH, PA. 
Telephone: ATiantle 1465 








HEEREN & CO. 


SPECIAL ORDER WORK 


}GOLD & SILVER 


PLATING 
JEWELRY REPAIRING 


New Location 
603 Manufacturers Bidg. 
530 Duquesne Way, Pittsburgh, Pa. 








1938 


To The Trade— 


A HAPPY 


AND 


PROSPEROUS 
NEW YEAR 
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THE 
SAMUEL WEINHAUS 


COMPANY 
720-722 PENN AVENUE 


PITTSBURGH, PA. 














PITTSBURGH: 


Formal opening of Meyer Posner’s new 
jewelry store at Mt. Pleasant, Pa., took 
place on December 3. 

M. A. Rougeux, of Toledo, Ohio, is the 
new Pittsburgh manager for C. & E. Mar- 
shall Co., Inc., 505 Clark Building. 

Business with the Hardy & Hayes Co., 
Inc., 527 Wood St., was on about a par 
with last year, according to Paul S. 
Hardy. 

Uniformed Pinkerton detectives guarded 
several of the large jewelry stores during 
the holiday rush, including those of 
Grogan Co., Inc., 541 Wood St., and the 
Terheyden Co., Inc. 

Earl B. Holdren, formerly with Sam K. 
Smith Associates, local advertising agency, 
has been named advertising manager for 
the Pittsburgh Reflector Co., Oliver Build- 
ing. This firm has recently made a num- 
ber of installations of their jewelry store 
lighting fixtures. 

Mark Perlman, retail jeweler of New 
Castle, Pa., who also operates stores in 
Wheeling, W. Va., and Youngstown, 
Ohio, the latter under the name of King’s, 
was in Pittsburgh prior to the holidays. 
Formal opening of the New Castle store 
was held on December 10, 

J. Harvey Wattles, president of W. W. 
Wattles & Sons, Co., Inc., 517 Wood St., 
who makes his home in Washington, D. C., 
did not come on for the holiday season this 
year because of a slight illness. However, 
he expects to spend some time in Pitts- 
burgh during the early part of 1938. 

A man walked into the warden’s office 
at the Westmoreland County Jail, Greens- 
burg, Pa., December 11, and admitted, 
police say, that he robbed Meyer Posner’s 
Jewelry Store at Mt. Pleasant, Pa. Two 
other men were being held for the job. 
Police found the loot in the man’s pocket, 
according to reports. 

Maurice W. Rihn, manager-of Terhey- 
den Co., Inc., 530 Smithfield St., reported 
a brisk holiday business, with watches par- 
ticularly in demand, and a good diamond 
and fancy ring business. Just prior to the 
holidays, the Terheyden Company in- 
stalled a number of “storelites,” new 
lighting fixtures recently placed on the 
market by the Westinghouse Electric and 
Mfg. Co. of this city. 

Mrs. Fanny Weinhaus, the widow of 
Charles H. Weinhaus, who established the 
present Samuel Weinhaus Co., wholesale 
jewelers, Penn Ave., died at her home in 
Pittsburgh Nov. 22 from a heart attack. 
Mrs. Weinhaus, for many years promi- 
nent in Jewish Philanthropies, was 85 
years of age. She has served for 44 
years as a member of the original board 
of the Council of Jewish Women in this 
city. Mr. Weinhaus died 25 years ago. 

Opening of Joseph DeRoy & Sons’ new 
jewelry and optical store at 6111 Penn 
ave., East Liberty, in the heart of that 
thriving shopping district, was held Nov. 
26. ‘The new branch, the third to be 
opened in Pittsburgh by this century-old 
firm, embraces the latest in construction 
features, including an attractive Carrara 
glass front, an air-conditioning system 
and scientific lighting arrangements. Earl 
Smith has been named manager of this 
new store. 

A large number of out-of-town jewelers 
from Eastern Ohio, Northern West Vir- 
ginia and Western Pennsylvania were 


| noted in Pittsburgh, prior to the holidays, 
making last-minute purchases, among 
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GRAFNER BROS. 


GENERAL LINE 
VALUE AND ASSORTMENT 
SPECIALIZING 


DIAMONDS 


ol 
818 LIBERTY AVE., PITTSBURGH 








WATCH MATERIALS 
JEWELRY SUPPLIES 
* 


We carry a complete line of 
all genuine American and 
Swiss watch materials. 
VTF—BB—KK and GS 
Watch Crystals 


LANDAW BROS. 


406-7 Clark Building Pittsburgh, Pa. 








C. F. HILLEGAS 


Expert Jewelry Engraving 
Ring Carving and Designing 


418A Clark Bidg., Pittsburgh, Pe. 
COurt 6688 




















GOLD and SILVER 


Scrap and Wastes 
IPURCHASIEID 


Highest cash rates, by as- 
say or over the counter. 
Get cash for your scrap 
promptly. This is the only 
complete gold refinery op- 
erated in this section of 
the country. 
* 


GOLD, SILVER, PLATINUM, alloys 
and KARAT GOLDS, etc., furnished. 























VERNON-BENSHOFE CO. 


Clark Building Pittsburgh, Pa. 
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R. M. Brown, Morgantown, W. 

’ Jo, Braddock, Pa.; Abe 
Va.; D. H. DeNardo, K, = 
Levenson, Charleroi, Pa.; Sam Posin, 
Max Zeidman and Gus Ebeling, all of 
Wheeling, W. Va.; Mr. Ruff, Johnstown, 
Pa, and J. M. Kurtz, Jr., and Bernard 
Posner, both of Connellsville, Pa. 

The many friends of Francis A. Keat- 
ing, president of Grogan Co., Inc., will 
be glad to know that he was able to be 
downstairs and about his home dur- 
ing the holidays. On advice of his 
physician, he will not return to his office 
yntil some time during the early part of 
the new year. Frank Abmayr, of the 
Grogan organization, suffered a broken 
arm as a result of a fall in December. 
Although handicapped, he was able to 
take his place in the store during the 
holiday rush. 

Formal opening of Kappel’s new North 
Side Store, 423 Federal St., took place 
Nov. 22. The firm has had a store on the 
North Side for many years, and increas- 
ing business made a larger location im- 
perative. The front is of black Carrara 
glass, with bronze trim, while the interior 
fixtures are of walnut and unusually at- 
tractive. Show cases and fixtures were 
installed by C. Proessler & Son Co. Wil- 
liam J. Kappel is the president of the 
firm, which was organized 16 years ago, 
and has stores in New York and Chicago. 

J. Loughrey Roberts, of John M. Rob- 
erts & Son Co., Inc., 429 Wood St, said 
business during the holidays had actually 
exceeded their expectations, in view of 
the slump in the steel industry The Rob- 
erts house adopted a unique form of 
newspaper advertising every day in the 
Pittsburgh newspapers six weeks before 
Christmas. The “ad” was in the form of 
a picture frame, with handle at the top, 
and inside the frame were displays of 
rings, watches and diamond merchandise. 
Medium-priced diamonds, watches and 
crosses moved well, according to Mr. 
Roberts. 


them: 


Diamond Dealers Club May Move 
Uptown 


The Diamond Dealers Club, New York, 
is sending out a referendum letter to 
its members asking for opinion as to 
whether the diamond industry can be 
better served by moving its headquarters 
from the present address at 95 Nassau 
St, to the uptown jewelry center, prob- 
ably on 47th or 48th St. No definite 
action will be taken before February at 
the earliest date. Expressions of opinion 
from members of the diamond trade other 
than members of the club are welcome. 

The club is regulated by a set of by- 
laws and the constitution is fashioned 
after the oldest and largest trade ex- 
change and merchants associations in 
New York as well as the Antwerp and 
Amsterdam diamond clubs. The club 
now has well furnished club rooms and 
an arbitration committee has been named 
to deal with difficulties and disputes grow- 
ing out of business transactions. 

The club is affiliated with the Interna- 
tional Federation of Diamond Clubs 
which facilitates the exchange of business 
data, credit information and domestic 
and foreign periodicals. Among the ex- 
pressed aims of the club are the preven- 
tion of undue taxation, the elimination of 
dishonest memorandum takers and un- 
scrupulous credit getters. 
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JEWELRY REPAIRING 
DIAMOND SETTING @ DESIGNING 
SPECIAL ORDER WORK 


BAUER & MUTSCHLER 


405 Clark Bldg., Pittsburgh, Pa. ATiamtie 2836 




















DIAMOND SETTING 
JEWELRY REPAIRING 
SPECIAL ORDER WORK 
Prompt service and careful attention given te 
all orders. 


TRIANGLE 


JEWELRY MFG.CO. 
602 Clark Bide.. Pittsbergh, Pa. At. 7723 











LANDAY & FINN 


415 Clark Building 
Pittsburgh, Pa. 
Telephone AT. 1650 


Exclusively 


WHOLESALE 
JEWELERS 


General line of Jewelry 
Featuring an extensive 


line of SIMMONS 





























ER STIS 





No. 7 of a Series of Advertisements showing recent Jewelry Store 
Modernizations in the Tri-State Area of Pennsylvania, Ohio and 


West Virginia by C. Proessler & Son Co. 





=~ 


Modernize! 


ie 


Interior View—William J. Kappel Co. Federal St. Store, 








% 


Pittsburgh, Pa. 


For Modern Business 


The recent installation of equipment in the Federal Street 
Store of the William J. Kappel Co., one of the largest credit 
jewelry companies in the United States, with stores in New 
York, Chicago and Pittsburgh, attests to the fact that Proessler 
modernizations pay. All of the fixtures in the above store 
were installed by C. Proessler & Son. 


Successful selling today calls for modern merchandising. Let 
Proessler, without obligation to you, show you how moderniz- 


ing your store will increase your profits. 


Our experiences, 


gained over half a century of service to jewelers in the Tri- 
State District, are yours for the asking. Let us serve youl 


Phone CEdar 1716 


C. PROESSLER & SON CO. 


1221-1227 PENNSYLVANIA AVE. 


PITTSBURGH, PA. 
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SY, terling 
ty STIEFF 





Gift IG, uggestions 


Illustrated 


054 Cigarette Holder...... $5.00 
I oS icicc soe esas 2.00 
048 Match Box.......». 1.50 
LE TET $2.75 
Chased Pocket Knife............... 2.75 
Bi ONO ooo ovis eG se saws 7.59 
Forget-Me-Not Bracelet ............ 3.50 


If your city has no Stieff agency, write for fur- 
ther details TODAY. 


THE STIEFF COMPANY 
BALTIMORE. MD. 





our 
1938 LINE 
to You 





FOR 


customers who helped to 
make it our greatest year. 


1937 we thank our 


FOR 1938 we pledge a 


continuance of Engel Ser- 
vice. Our New line is con- 
vincing evidence of our 
desire to show you new mer- 
chandise, carefully selected 
and priced for your profit. 










WELPY 6.2 JEBELEE. 
we} W/d /d INC. 


BALTIMORE, MD. 














BALTIMORE, 


Greenleaf & Crosby, have opened for 
the winter season in the Breakers Hotel, 
West Palm Beach, Fla. Arthur L. Schulz 
is again serving as manager. 

Mrs. Serena Field Carwile, silver col- 
lector and authority on antique silver and 
old Shefheld plate has joined the staff of 
Linz Bros., Inc., Dallas, Tex. 

Joseph Koch of Koch’s Jewelry Store, 
35 Whitaker St., Savannah, Ga., has been 
in a precarious condition for the past 
several weeks. His daughter, Mrs. M. R. 
D. Brown, Danville, Va., and son, Fred 
G. Koch, New York City, were called to 
his bedside. He is more than 86 years 
old. 

Among out-of-town jewelers visiting 
the wholesale district here recently were 
C. M. Dubbs, Harrisburg, Pa.; Mr. and 
Mrs. J. E. Clifford, of Westminster, Md.; 
R. W. Landis, of Harrisburg, Pa.; Sol 
Lazrovitz, of Laurel, Md.; A. F. Kohl- 
man, of Tacoma Park, Md. and Mr. and 
Mrs. John Kuhn, of Salisbury, Md. 

Two window smashings were reported 
to detectives here recently. One window 
of the store of A. Perel, 100 block E. 
Baltimore St., was broken and a number 
of pieces of jewelry were reported stolen 
before the thief was frightened off. ‘The 
window of C. J. Doederlein, Inc., 10 W. 
Saratoga St., was broken and_ several 
articles of jewelry reported stolen. 

Lieut. Edward J. Doherty, for many 
years assigned to the jewelry squad of 
the Eutaw St. jewelry district, died sud- 
denly Dec. 16 at Mercy Hospital. Lieu- 
tenant Doherty was known for many 
years to jewelers of Howard St., Lexing- 
ton St. and Eutaw St., especially for his 
activity in preventing the operation of 
bogus check operators and flimflammers. 

Oscar Samuels, managing director of 
J. Engel & Co., Inc., Hopkins Pl. and 
Baltimore St., has returned to his desk 
after an illness of three weeks. Long 
hours devoted to his work caused Mr. 
Samuels, who is well known to the trade 
in Maryland and other states, to suffer 
a slight breakdown. On advice of his 
physician he was ordered to remain at 
home. 

Paul A. Silver, salesman for a retail 
jewelry store, considered himself a lucky 
man recently when his automobile was 
stolen from Howard and Clay Sts., where 
Mr. Silver had parked his car. A sales- 
man’s case containing jewelry valued at 
$3,000 had been left in a compartment of 
the automobile. When police found the 
car several hours later Mr. Silver dis- 
covered that the auto-jack had not dis- 
covered the compartment in which the 
jewelry had been placed. All the jewelry 
was intact. 

The largest loss here during the holi- 
day season was reported to the police 
when Ely Bachman, 1800 block E. Monu- 
ment St., said that on Dec. 13 burglars had 
broken into his store during the night 
and had taken jewelry and _ watches 
valued at approximately $1,000 from his 
show windows and from showcases within 
the store. Forty-one rings, 36 watches 
and other articles of jewelry were re- 
ported missing. Due to better police 
protection, especially at night, jewelry 
store robberies in Baltimore under Police 
Commissioner William P. Lawson, have 
been cut 50 per cent. 

Wholesale and retail jewelers of Balti- 
more and throughout Maryland report 
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the year just closed to be the most sue. 
cessful during the past eight years, | 
Baltimore the heaviest and most pe 
sive advertising campaigns conducted for 
nearly ten years developed a jewelry. 
conscious public which turned out to be a 
buying public. A major portion of the 
business, it is reported, has been a Cash 
business of 30-day accounts. The retail 
jewelers of the city used pages of news- 
paper advertising, while the more ¢. 
clusive jewelers, in addition to Newspaper 
advertising, sent out invitations to old 
and prospective customers. The most im. 
portant “pull,” it was reported, came 
from newspaper advertising. 





Herbert C. Myers has been appointed 
manager of the watch department of the 
Dreifus Jewelry Co., 60 S. Main §¢. 
Memphis, Tenn, 





Chattanooga Jewelers Win Prizes 
for Window Displays 


CHATTANOOGA, TENN.—First and second 
and third prizes in a window display con- 
test conducted last month by the Retail 
Merchants Association went to jewelry 
stores as follows: Edwards & LeBron, 
Inc., first prize; Fischer Co., Inc., second 
prize; and L. C. Leach & Co., Inc., third 
prize. They received 1405, 901, and 897 
votes, respectively. Sixteen other stores 
got honorable mention. 


DRAWS 10 YEARS FOR ROBBERY 


MIDDLEBOURNE, W. Va.—Pleading guilty 
to a charge of breaking, entering and rob- 
bing the Rand Jewelry store here on Oct. 
24, Lawrence Reed Moore was sentenced 
to 10 years in the state penitentiary Dec, 
1 by Judge James F. Shipman. Moore 
was arrested in Detroit several days after 
the robbery. About $3,000 of the $4,000 
worth of jewelry has been recovered. A 
part of the loot had been pawned in Pitts- 
burgh, Greensburg, Pa., Cleveland, and 
Detroit. 


WATCH CRYSTALS STUDIED 


Norro.k, VA.—The history and meth- 
ods of manufacture of watch crystals was 
told to the Horological Association of Vir- 
ginia, at a supper meeting, Dec. 7, at 
Brown’s restaurant, by Samuel Korman, 
of the American Perfit Crystal Corp. Five 
applications were received and the fol- 
lowing were elected to membership: 
Frank V. Sperber, Jr., Anthony V. San- 
sone, Morris Lerman, and Clyde E. Titus. 














JEWELERS' SUPPLIES 
Genuine American Watch Material 
Complete line of all Swiss Material 

B.B. Glasses—Flexo U.B.C. 
Tools and Findings 
Westclox Products 
JOHN A. TSCHANTRE 
25 N. Liberty St. Baltimore, Md. 











STERLING SILVER <=) 
HOLLOWWARE =x 











A. G. SCHULTZ COMPANY 


REPAIRS 423 E. LOMBARD ST. 
REPRODUCING BALTIMORE, MD. 
REPLATING 


Inquiries Invited 


THE JEWELERS’ CIRCULAR-KEYSTONE 
for January, 1938 











and the SOUTH: 


esenting Reconditioned Silver 
sat” New Banned by F.T.C. 


WasHINGTON—The Federal Trade 
Commission has instructed Julius Good- 
man & Son, Inc., 43 S. Main St., Mem- 
phis, Tenn., to cease representing directly, 
hrough failure to disclose the true 
nature, character and condition thereof, 
that certain old, used and reconditioned 
silverware is new. ; . 

Findings are that certain reconditioned 
silverware having the appearance of 
new ware, was sold by the respondent 
company without its disclosing the fact 
that the ware had been previously used, 
then renovated and reconditioned. Such 
silverware was sold under circumstances 
indicating that it was new, according to 
the findings. 

The record in the case shows that the 
respondent company changed its adver- 
tising policy on December 4, 1936, and 
that in all advertisements published since 
that date it has properly represented that 
the old and reconditioned silverware it 
has sold was in fact reconditioned and 


not new. 


or t 





Court Decision Boosts Fair Trade 
Cause in Tennessee 

NASHVILLE, ‘TENN.—Tennessee’s new 
Unfair Sales Act was upheld Nov. 3 as a 
valid exercise of the police power of the 
state by Chancellor R. B. C. Howell, of 
Davidson County, who overruled a de- 
murrer attacking constitutionality of the 
act. It was the first test of the act, which 
was passed by the 1937 legislature, and 
notice of an appeal to the state supreme 
court has been filed. 


$520 LOSS AT HOUSTON STORE 


Houston, TEx.—Thieves cut the display 
window of Jones & Swanland Jewelry Co. 
store, 1419 Texas St., Dec. 8 and stole 
watches and diamonds valued at $520. 
The loss was covered by insurance. 


IMPORTERS 
AND DISTRIBUTORS OF 


EASTON 


FULLY GUARANTEED BY US 


—_—~e——_—— 
U. S. JEWELRY CO. 
WHOLESALE JEWELERS 
DIAMONDS : WATCHES : JEWELRY 


BALTIMORE & LIBERTY STS. 
BALTIMORE, MD. 


—_——e—__ 
FULL LINE OF 


ELGIN WATCHES 


LSSEEE__—EE__E=EEama_ 
FOR PROMPT, EFFICIENT SERVICE 


KAPLAN ENGR. & MFG. CO. 
BALTIMORE & LIBERTY STS. 
BALTIMORE, MD. 


MFG. JEWELERS DIAMOND SETTERS 
ENGRAVERS 
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50 Years a Jeweler 





JOSEPH T. MONTGOMERY 


WILMINGTON, DeL.—Joseph T. Mont- 
gomery, president of the Maryland-Dela- 
ware-District of Columbia R.J.A., and the 
Wilmington Jewelers Association, on Dec. 
10th observed his 50th anniversary in the 
trade. His first employment was with 
S. H. Baynard, with whom he remained 
for four years, when, at the age of 21 
years, he started his own business at 
20th and Market Sts. He was at this 
address for three years and then moved 
to the present location at 229 Market St. 





Diamond Imports in October About 
Even with Year Ago; Watches 
at 88-Month High 


Diamond imports during October ap- 
proximated those of a year ago. Rough 
had a value of $369,167 and cut $2,274,- 
038 for a total of $2,643,205. 

Watches and watch parts imported 
during October eclipsed those of Septem- 
ber which had set an 87-month high. 

Most noteworthy jewelry imports for 


October follow: 
Article Vumber Value 
Clocks and clock 
movements ........ 2,428 $11,642 
COM GARE ose kein 8,060 
Diamonds— 
Rough, uncut ........ 4,120 369,167 
Cut, unset ...... 6.697 2,274,038 
Gold and platinum 
jewelry and parts .. aia 23,236 
Imitation stones, 
except opaque ..... 211,973 
Imitation opaque and 
imitation pearls 1,876 
Pearls ae eee are 170,684 
Precious and semi 
Precious stones 
Rough, uncut ....... 4,077 
Cat, WHERE ck kice cde 181,462 
Sterling tableware .... 28,091 
Watches and watch 
movements ........ 352,332 938,959 
Watel QGHte 2... 20860 , 125,963 
SILVER BARS 
Official Spot 
N.Y. London 
] 3 ae eee 4434 19 11/16 
SE. ee ee 4434 18 % 
BORG ob srawawe eden med 4434 18 11/16 
) 27) Sere re 4434, 18 11/16 





MARSHALL, Tex.—The Windt Jewelry 
Co., this place, is observing the silver 
anniversary of its founding. 
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The Baltimore Rose is 
a true rose design, not 
in name only. Com- 
pare weights, sizes and 
prices. : 


We make odd pieces 
and special work ¢ 
made to order. 


SCHOFIELD 
COMPANY 


Silversmiths 


Established 
1871 


331 Charles St. 
BALTIMORE 
MARYLAND 





SPECIAL ORDER WORK 
REPAIRING 
GOLD AND RHODIUM 
PLATING 


We specialize in College Jewelry 
—Rings, Pins, Belts and Buckles 


enkins 


20 W. REDWOOD STREET 
BALTIMORE, MD. 


Kenner 
104-106 WEST 

ae FAYETTE STREET 
BALTIMORE, MD. 


“AN INSTITUTION 
of DEPENDABILITY” 


ESTABLISHED 1885 


ALBERT S. SMYTH CO. 


WHOLESALE 
DIAMONDS - WATCHES 
@ JEWELRY ® 


5 HOPKINS PLACE, BALTIMORE, MD. 





























GENUINE 
Bohemian Garnet 
Jewelry 


HENRY KLAAS CO. 
58 E. Washington St. Chicago 








| SIMON BROS. 


Watch Repairers for the better 
trade since 1910, 


References from best concerns im 
the trade. 


5 S. WABASH AVE. CHICAGO 








Wuew You THinx Or 


FINDINGS 


THINK OF 


FULLER 


ORDER FROM YOUR JOBBER 











Grcompaabl 


INARY WO 
BECKER-HECKMAN CO 
28 E. Madison St. 


USE 
NEWALL 
“Quality” Findings 


Your Wholesaler has them. 


“CHICAGO, ILL. 











CENTRAL WATCH CO. 
WATCH REPAIRING FOR THE TRADE 
Best Workmanship at Lowest Prices 


Prompt Service 
5 South Wabash Ave. CHICAGO, ILL. 








tak 


- 
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Repaired - Replated Rommolned 
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SWARTZ & CO. 


16 S. Wabash Ave. Chicago, Ill. 











DRESS-UP WINDOWS 


INEXPENSIVE 


Send sizes with sketch. 
Give Color for samples. 


ESTIMATE, 
NO OBLIGATION 
Camden Artcraft Co. 


160 N. Wells 
CHICAGO 


Lal 





With New Valances, 
Background Drapes 





CHICAGO: 


Emil Noel, wholesale jeweler, is spend- 
ing several weeks in Florida and visiting 
Cuba, Haiti and. other islands. 

W. T. Connor, of the Ingersoll-Water- 
bury Co., Inc., Chicago office is vacation- 
ing in Florida accompanied by Mrs. Con- 
nor. 

Ben Boozel, Chicago representative of 
Bruner, Ritter, Inc., is traveling in South 
America and expects to return to his office 
about Jan. 17. 

Walter Lampl, represented in Chicago 
by Richard Olsen, has moved his local 
office from 58 East Washington St., to 
the Pittsfield Bldg. 

Jack Kaufman, representing Axel Bros., 
Inc., New York, spent several days in 
Chicago last month calling on the trade 
and visiting with his host of friends here. 

Jack Martin, Los Angeles, west coast 
representative for Marathon Co., Inc., 
visited the firm’s Chicago representative 
and other friends in Chicago last month 
enroute to the factory and cities of the 
eastern coast. He made the trip by auto 
going by way of Detroit and returned 
home the southern route. 

The annual meeting of the Golden 
Roosters was held at the Jewelers Club 
Dec. 13 to elect officers and plan activ- 
ities for 1938. Officers elected were 
Chanticleer, Dave Newman, of D. E. 
Newman, Inc.; Scratcher, Jack Casey, of 
National Jeweler, and Keeper of the 
Nesteggs, Lee Fay, of Benj. Allen & Co. 

Nate Stein, watchmaker, aged about 50 
years, died suddenly Dec. 3. Four weeks 
earlier he was ill a few days but re- 
turned to his work with the Clinton 
Watch Co., in the Heyworth building, and 
had apparently recovered. For about 25 
years Mr. Stein was in business for him- 
self but had been with the Clinton Watch 
Co. for the past four years. 

The second birthday of the Jewelers 
Club was properly observed in the club 
rooms in the Pittsfield building the after- 
noon of Dec. 24. The house committee 
furnished an ample supply of everything 
except food and more than 100 partici- 
pated in the games and frolic during the 
afternoon. The annual meeting and elec- 
tion of officers of the Club will be held 
Tuesday night, Jan. 18. 

William D. McGrath, of Wm. D. Mc- 
Grath & Son, 29 E. Madison St., Chicago, 
and the Elmhurst Jewelry & Optical Shop, 
Elmhurst, Ill., died at his home in Elm- 
hurst Nov. 27. Mr. McGrath, who was 
57 years old, was apparently in good 
health and active up to the day of his 
death. He had engaged in the jewelry 
and optical business here for more than 
40 years. He is survived by his widow, 
Pauline, a son, William J., and one 
daughter, Mrs. Leona Croft. Both busi- 
nesses will be continued by his son. 

Leon Altbach, of Altbach & Sons, 123 
W. Madison St., died at his home Nov. 
18, after an illness of about two months. 
Mr. Altbach was born in Austria in 1872 
and came to America as a young man. 
After a brief time in the East he came 
to Chicago and engaged in the jewelry 
business. For several years the business 
operated as Altbach & Rosenson but since 
1923 has been Altbach & Sons. The busi- 
ness will be continued under the manage- 
ment of his son, Philip. Mr. Altbach is 
survived by his widow, Sarah, whom he 
married 43 years ago, two sons, Philip 


| and Joseph and one daughter, Rose. 
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No Xmas Auction Nuisance 
In St. Louis, Thanks to 
Ordinance Signed Dec. 14 


St. Louis, Mo.—The sale of jewelry 
clocks, watches or silverware at retail 
auctions in the city during December was 
banned Dec. 14 with the signature by 
Mayor Dieckmann of the Lietchen ordi- 
nance, designed to halt the influx of 
jewelry auctioneers during Christmas 
holidays. Alderman Lietchen, sponsor of 
the ordinance, said the business of legiti- 
mate jewelers was being damaged by 
itinerants who conducted auctions in tem- 
porary store rooms at Christmas time. 





Opposing Tickets Name Julian Hesse 
as Town Criers’ 1938 President 


CINCINNATI—Julian Hesse will be presi- 
dent of the Town Criers of Cincinnati 
in 1938. Vice-president last year, he was 
nominated on both the “blue” and “red” 
tickets, which insures his election, because 
although nominations can be made from 
the floor, it isn’t likely that he will have 
any opposition. 

The nominating committee, consisting 
of Charles Payne, Cherry L. Fisher and 
Maury Solomon, also picked three vice- 
presidents with the idea of having one 
officer at every session of the organiza- 
tion. The opposing tickets for the annual 
election are: “Blue’”—Julian Hesse, presi- 
dent; George Brown, Charles Hummel, 
Harold R. Haerr, vice-presidents; Al 
Gebhardt, secretary; Norb Mecklenborg, 
treasurer, and “Red”—Mr. Hesse, presi- 
dent; Jack Schaffer, Bob Hengehold, Reed 
Botts, vice-presidents; Charles Dispeker, 
secretary, and Norb Meehan, treasurer. 
The annual banquet will be held in Janu- 
ary before the Criers start their first road 
trip of the year. 


Firing Rifle at 300 Feet, Jeweler 
Brings Down Fleeing Thief 


St. Louis, Mo.—A bullet from the rifle 
of Charles H. Ziegler, jewelry store 
owner at 4129 Manchester Ave., fired at 
a distance of 300 feet struck George 
Elliott, 21, Cleveland, O. in the right fore- 
arm as he was fleeing the jewelry store 
which he and an unidentified companion 
had just robbed on Nov. 29. The two 
robbers, who had been in the city less 
than three hours, entered the store shortly 
after noon, drew guns, scooped the money 
from the cash register and picked up 
several watches. As they left the store. 
Mr. Ziegler and Dr. James Meagher, an 
optometrist associated with him in the 
store, seized a rifle and a revolver and 
began shooting. Elliott was struck and 
was arrested as he entered a plumbing 
shop two blocks away where he sought 
first aid. His companion escaped. 





SHEAFFER WORKERS GET BONUS 


Fort Mapison, IowA—A bonus equal to 
10 per cent of their earnings from June | 
through Nov. 30 was paid in mid-Decem- 
ber by the W. A. Sheaffer Pen Co. to well 
over 1,100 employes, following a company 
policy to share earnings with employes 
when conditions permit. On July 1 they 
participated in a mid-year bonus of 10 
per cent of their earnings from Dee. 1, 
1936 to June 1, 1937. 
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N, E. Jewelry Manufacturers’ Business in 1937 
Tops 1936; Crosses and Lockets in Great Demand 


ProvipeNcE.—Notwithstanding a decline during the last two months, jewelry manu- 
facturers here and in the Attleboros report that their total volume of business for the 
year 1937 equaled, and in many instances exceeded, that of 1936. 


Payroll bank withdrawals for Novem- 
ber, 1937, amounting to $1,320,476, were 
10.1 per cent greater than those for No- 
vember, 1936. ; 

This gain over last year’s business was 
despite the fact that buying by whole- 
salers, syndicates and department houses 
fell off a month earlier than customary. 
It came from the active buying which was 
well under way during the early part of 
August and which was sustained at a 
high level until the decline, which began 
to manifest itself in the industry about 
Nov. 1. 

No figures are yet at hand to indicate 
the volume of jewelry passing over retail 
counters, but it is pointed out that while 
the store interests developed a cautious 
attitude, they were well stocked on items 
for the holiday and Christmas buying 
period. In this regard the syndicates, 
which placed their orders directly with the 
manufacturing establishments, bought in 
substantial volume, indicating that they 
had reasonable expectations of good holi- 
day business in medium and low-priced 
jewelry, notwithstanding unsettled condi- 





tions in several major lines of American 
industry. 

Demands for jewelry during the past 
year has embraced a wide range of mer- 
chandise, but particular favor has been 
shown items which are gold-filled or gold- 
plated, and other articles which have the 
yellow finish, such as brass and electro- 
plated nickel. The astonishing diversity 
of novelties in white stone and silver 
jewelry has been largely responsible for 
the attention that has been given to these 
ornaments in the field of costume jewelry. 
The long-sustained call for crosses, lock- 
ets, and ecclesiastical pendants, which 
began to assert itself last holiday season, 
has continued to help manufacturers en- 
gaged in the production of this type of 
merchandise. 

As a new year dawns, the manufactur- 
ing jewelers in this area, as a whole, are 
not only more optimistic, but more en- 
thusiastic as to the outlook for the coming 
year. One of the factors is the improve- 
ment in stabilization of hours and wages, 
together with the more general elimination 
of trade abuses and unfair practices in 
competition. 





LOS ANGELES 


David Abrams, factory representative, 
js now on an extended tour of the eastern 
factories. 

Irving Gold, formerly with the E. Bast- 
heim Co., Inc., is now with the Morgan 
Jewelry Co. of San Francisco. 

Wm. E. Phillips Co., Metropolitan 
building wholesale jewelers, have added 
another double office which houses lug- 
gage and small leather goods items. 

A new firm in Pasadena is the Pasa- 
deza Credit Jewelers. Simon Levy is the 
nead. For some time he managed one 
of the Gensler-Lee credit jewelry stores. 

G. E. Tufford has opened a jewelry 
store at 503 Second St., Oceanside, Calif. 
For 16 years he was manager of the C. E. 
Tufford Co., Inc. store in Tuscon, Ariz. 

Fred Satterwhite, 52, jeweler for 30 
years with Brock & Co., Inc., passed away 
as a result of a heart attack while on a 
hunting trip. He is survived by his 
widow. 

E. P. Morey has joined the sales depart- 
ment of Le Roy’s as manager of the 
silverware department. Formerly he held 
a similar position with the Broadway de- 
partment store. 

One of the newest additions to the 
manufacturing jewelry trade is the firm 
of O. T. Topper located at 509 Jewelry 
Trades building. He specializes in plati- 
num and gold work. 

Two new men have been added to the 

force of the M.D. Lamb Co., 501 Haas 
building. J. V. Taylor is now the watch- 
maker there and Sam Green is on the 
selling end. The principal business of 
this concern is importing and cutting. 
_ Alvin Leving has opened a credit 
Jewelry store in North Hollywood under 
the name of Alvin Jewelry Co. For 
twelve years he was salesman in Southern 
California for E. Bastheim Co., Inc., and 
later was with William Stromberg, Inc., 
Hollywood retail jeweler for three years. 

The Guarantee Watch Repair Co. lo- 
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CONFUSION 


—Says Sandy MacFisch, the prize Pessimist: 
“If ye’ve got nawthin; ye won't even have 
that when this Depression blows over.” 

—Says Friend Zilch, always the Optimist: 
“Why, this isn’t even a ripple and a thousand 
years from now it won’t even be mentioned 
in the Encyclopedia Americana.” 

—Says |. Chartem, the Economist: ‘““When the 
people begin to spend money, and mer- 
chants buy, and factories get busy, and raw 
materials move, we'll have Prosperity again.” 

—Says Tony Locatelli, the bootblack and 
Realist: “Tena cents is tena cents—always 
the same. If | get plenty shines, my Maria 
and me we both eat; but if | don’t get 
plenty shines, my Maria she don’t eat.” 

—Washington says: “This question of a reces- 
sion is based on an assumption.” 

—Business says: “An order, an order, my 
kingdom for an order!” 


fn a 


President. 








cated in the Spring Arcade building has 
changed its name by adding “And Credit 
Jewelers.” They have greatly increased 
their stock. Floor space has been doubled 
through taking in the next store room 
east and throwing it all into one fine large 
store. 





ASK SEAL FOR WATCH EXPERTS 


CINCINNATI—A_ resolutions committee 
was selected by Cincinnati Guild, Ohio 
Watchmakers Association, to prepare 
recommendations for the annual state con- 
vention to be held at Cleveland, Ohio, 
March 13. ‘This committee of which 
Joseph Voss is chairman, would have the 
state association adopt a Seal of Ac- 
ceptance to be used by certified craftsmen 
for work done on timepieces. 
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* THE Wiodeon. MODE 
KIRK-RICH DIAL CORP. 


H®YWORTH BLDG. METROPOLITAN 
CHICAGO, ILL. Los anem, 
SEABOARD BLDG. ALLEN BLDG. 
SEATTLE, WASH. DALLAS, TSX. 


CLARK BLDG., PITTSBURGH, PA. 








GOLD and SILVER 
PLATERS 


SILVERWARE — REPAIRING 


RELIABLE 
FOR—40—YEARS 


CISKE & DRESCH 77 ¥,WABasi, Ave. 








PETER HENRY & SON 
WATCH CASE REPAIRING 
GOLD AND SILVER REFINING 


Prompt Service, Maximum Returns 
610 Glenn Bidg., Sth & Race Sts., Cincinnati, Ohie. 
Cive us a trial. 








McRAE & SHAW 
168 N. Michigan Ave. 
CHICAGO, ILL. 


Originators of 
“THE OLD TATTLER" RADIO PROGRAM 
"EXCLUSIVELY FOR JEWELERS" 











{cme WATCH CO 


5S S.WABASH AVE. CHICAGO IL1 








USED WATCH 
MATERIALS 





USED MOVEMENTS 
Ruaning Condition 
Geed Dials 
O-size Elgin, Waltham 
73, $2.25—15), $8.25 
12 or 16 size Huntin 
TJ, $1.75 —15J, $2.7 


13 oz, Open ea THE PRICE OF 
16 size Open ‘ace NEW MATERIALS 


SOWLVD YOd GNIS 


Wheels, pinions, 
pallet forks, etc., 
for all watches. 
Send sample of 
what you want! All 
Guaranteed! Remit 
only Hf satisfactory. 


73, 75¢—153, $1.25 
18 size O.F. Elg., Wal. 
7J, $1.25--155 $1.75 
6 size Elg., Wal., Htg. 
73, 75¢—15), $1.25 
6% L rect. or 6% oval 
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Where to Buy 
IMPORTED 
China and Glass 


ROYAL CAULDON and COALPORT 
China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 


WOOD & SONS EARTHENWARE 
GIBSON & SONS TEAPOTS 


EDWARD BOOTE icv Yorn 


NEW YORK, N. Y. 
SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 


Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. Y. 


W. E. LINDEMANN 
GLASS 











CANDELABRA CANDLESTICKS 
STEMWARE DECANTERS 
VASES BOWLS 
GIRANDOLES LAMPS 
FROM STOCK 


225 FIFTH AVENUE, N. Y. 





THEODORE HAVILAND 


FINE FRENCH CHINA 
BOOTHS, LTD. 

JOHN MADDOCK & SONS 
English Earthenware 
“GENUINE QUIMPERWARE” 
All in New York Stock 
THEODORE HAVILAND & CO., ime. 
26 W. 23rd St. New York 











JUSTIN THARAUD, Inc. 
129 Fifth Ave., New York, N. Y. 


MYOTT SON & CO., England 
ROYAL BAYREUTH CHINA, Bavaria 
CHATEAU CHINA, Czechoslovakia 
FRANCISCAN WARE, Gladding McBean & Ce. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 
162 Fifth Avenue, New York City 


ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


WM. S. PITCAIRN CORPORATION 
104 Fifth Ave. New York, N. Y. 


FINE & CHINA 
Frowerooods, 


Famous the World Over 
Available from New York Stocks 
ROSENTHAL CHINA CORP., 149 5th Ave. New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


in stock for immediate delivery. Great 
variety of patterns and designs. 
tre your urgent orders. 


PAUL A. STRAUB & CO., Inc. 
Importers, 105-107 Fifth Ave., New York 





























In the Field of Advertising 
and Trade Promotion 








Modern promotional facilities offered 
by Speidel Jewelry Corp. to jobbers of 
its wrist watch attachments include win- 
dow and counter display material and 
newspaper advertising mats, backed up 
by national magazine and trade paper 
advertising. Speidel’s displays and re- 
tail advertising program are tuned to the 
consumers’ new demand for elegance, 
said Albert Weisberg of Metro Associ- 
ated Services, New York, who has been 
retained as the firm's advertising counsel. 
Already used on many nationally known 
wrist watches, attachments bearing the 
Speidel name and the Speed-Lok buckle 
will win further public acceptance as a 
result of the Speidel Corp.’s intensive 
efforts. + * # 

Rosaries made with beads of the color 
of the various birthstones inject a new 
merchandising angle into an item which 
heretofore has been sold as a staple. 
The assortment is made in 12 different 
styles, garnet for January, amethyst for 
February, etc., and is packaged individu- 
ally in gift boxes, which carry out the 
birthstone idea. ‘The ensemble comes in 
an attractive missionwood tray for show- 
case or window display. Made by Waite- 
Evans Mfg. Co., Providence, R. I. 

* * a 

A new beaded watch bracelet made up 
of twin rows of dainty metal beads, 
equipped with the Wristacrat adjustable 
buckle and representing a new idea in 
bracelet design, has been introduced by 
the Louis Stern Co., Providence, whose 
new Spring line is now being shown by 
wholesalers. A variety of new ladies’ 
and men’s watch bracelets has been added, 
together with lockets, chains and tubing 
bracelets. New Wristacrat display cabi- 
nets for 18 bracelets are ready. 

* kK he 

Kay & Ellinger Match Co., Inc., 17 E. 
22nd St., New York, calls attention to its 
line of monogramed match packs, giant 
and place card monogramed match packs, 
miniature and yacht flag, coat-of-arms, 
etc., packs. ‘The concern furnishes dis- 
play stands for an exclusive line confined 
to high grade jewelers and stationers. 

* * ak 

“The History and Romance of Silver,” 
a motion picture in color showing silver 
all the way from the mine through refin- 
ing and its final emergence into flatware 
and hollowware in the Reed & Barton 
works at Taunton, Mass., is being shown 
to enthusiastic audiences. Joseph H. Mar- 
tin, vice-president in charge of sales, and 
Col. Arthur Ashworth, vice-president and 
general manager, spoke when it was 
viewed Dec. 1 at Taunton by more than 
2,000 employees and their families. Presi- 
dent Sinclair Weeks welcomed 200 mem- 
bers of the jewelry trade at a_ buffet 
luncheon, lecture by Cyril B. Hartman 
and the movie at Hotel Statler, Boston, 
Dec. 13. During November capacity 
jeweler audiences saw the film, heard the 
lecture at the Palmer House, Chicago, 
Milwaukee, Detroit, ‘Toledo and Cleve- 
land. The program is scheduled for othes 
cities this month. 

* * * 

Frank Woertendyke of Unusual Jewel- 
ers Supply, Metropolitan Bldg., Los An- 
geles, has perfected and is marketing a 
liquid flux styled “Flux,” which is claimed 
to flow gold on silver, chromium and 
stainless steel, requiring no cleaning after- 
wards. An anti-rust soft solder solution 
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and a solder for aluminum and white 
metal requiring no flux are other new 
items. * * * 

Ingersoll-Waterbury Co. announces a 
mass display deal of 36 watches, depicting 
a gypsy girl spinning a roulette wheel 
on which the watches are shown, and aq 
second deal of nine watches named “Spot- 
light.” Both displays are free with the 
purchase of the watches that accompany 
them. + * « : 

Lunt Silversmiths, Greenfield, Mass, 
have made silverware inventory folders. 
imprinted with store name and address, 
available to authorized distributors, for 
presentation to consumers. While there js 
no desire to emphasize fire or theft, the 
fact remains that in case of loss insur- 
ance companies insist on inventories, The 
folder contains a perforated duplicate 
inventory blank, one copy of which may 
be filed with the jeweler for safe keep- 
ing. ** @ 

Efco Mfg. Co., 50 Columbia St., New- 
ark, N. J., makers of watch cleaning ma- 
chines and solutions, have announced that 
they are now licensed under patents of 
the L & R Mfg. Co. and that all suits for 
infringements by the latter company have 
been withdrawn. Improvements by Efco 
on their machines include a new type 
heater, metal jar covers and a new bas- 
ket arrangement. 

* x ok 

“From the Ground Up” is the title of 
an informative folder describing colored 
gems that has been prepared and _ pub- 
lished by Mirabeau C. ‘lowns and Rich- 
ard H. Van Esselstyn, 3 Maiden Lane, 
N. Y., 2000 of which have been sent by 
them to retail jewelers. 


PRICE MAINTENANCE CONTRACTS 


Hamilton Watch Co. last month estab- 
lished price maintenance for its products 
in Michigan and Wisconsin, raising the 
total of states with Hamilton contracts to 
17. ‘McGraw Electric Co., makers of 
Toastmaster products, issued price main- 
tenance contracts in Oklahoma, Sept. 24 
and in Massachusetts, Dec. 15, besides 
nine other states previously announced. 








Where to Buy 
DOMESTIC 
China and Glass 


bo 


LENOX 
LENOX, INC. 


HAWKES CRYSTAL 
GLASSWARE 


for discriminating 


people—WRITE 


T. G. HAWKES & CO. 
CORNING, N. Y. 
N. Y. Office: 542 5th Ave. 








LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 
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Potters 
EXCLUSIVE DINNERWARE 
Sets and Open Stock 
KILNS .« « East Palestine, Ohio 








New York Office -. «. 39-41 West 23rd Street 
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Jewelers in Four More St 


— 


Legislation for the registration and 
licensing of watchmakers is sought this 
vear in Maine and North Dakota, and 
jewelers in Vermont, North Dakota, New 
Hampshire and North Carolina are work- 
ing for second-hand watch laws similar to 
statutes already enacted and in force in 
seven states. The states with existing 
second-hand watch laws are New York, 
California, Maryland, Illinois, Indiana, 
Delaware and Michigan. 

This survey of proposed state legisla- 
tion of interest to jewelers and watch- 
makers continues a study begun in last 
month’s issue of this journal, when legis- 
lative prospects for eight other states 
were discussed, 

Maine: Jewelers in all parts of the 
state are advocating the licensing of 
watchmakers, according to Bernard Blake, 
Freeport, Me., secretary of the Maine 
R.J.A. At a meeting of the Portland, 
Me., Watchmakers Association, attended 


by Mr. Blake and Dieudonne Fortin, 
president of Maine R.J.A., the matter was 
given full consideration. Both named 


associations are at work on the matter 
and a bill may be introduced at the next 
session of the legislature. 

Vermont: Another attempt to secure 
passage of a second-hand watch law, 
which failed in the senate last year, will 
be made at the 1939 session, reports W. S. 
Bristol, Vergennes, Vt., secretary-trea- 
surer of the state R.J.A. Mr. Bristol will 
attempt to get the feeling of his associa- 
tion members on the subject of watch- 
makers’ licensing in his next association 
letter. 

North Dakota: Retail jewelers are 100 
per cent in favor of watchmakers’ licens- 
ing, states Robert McLaughlin, Hope, 
N. D., secretary of Nortit Dakota R.J.A., 
and it is likely that a bill, together with 
one covering the sale of second-hand 
watches will be introduced at the next 
sitting of the legislature. 


New Jersey: Enforcement of the Miller- 
Tydings law will be the principal pro- 
gram of the New Jersey R.J.A. this year, 
according to William Schoppy, Atlantic 
City, N. J., president. There has been 
little discussion of the second-hand watch 
matter. 

New Hampshire: Efforts are continued 


for enactment of a second-hand watch 
(Please turn to page 109) 





ates Prepa re ‘Second-Hand Watch’ Legislation 





REED & BARTON CORP.’S president, Sinclair Weeks, right, presided at an important 

session at the convention of the National Association of Manufacturers last month at the 

Waldorf-Astoria Hotel, New York. At left is Edgar M. Queeny, president of the Monsant 
Chemical Co. and one of the youngest executives at the convention. 





REMODELED, ENLARGED 





DOUBLE-PAGE ADS announced the open- 
ing of the remodeled and enlarged Dia- 
mond Palace, 707 Market St., San Francisco, 
Joseph Goldstein owner. Note the petite 
knee-level supplementary show windows. 
Front is of black and gold marble. 








= : pet... 





HERE'S HOW AFTER-DARK PASSERS-BY see the attractive branch store which Tilden- 


Thurber Corp., retail jewelers, recently opened in the exclusive East Side residential section 
of Providence, R. I., at Wayland Square. 
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Over $100,000 in Jewelry 
Robbed from Louis Heyman 
in Los Angeles Stick-Up 


Los ANGELES—Within six hours after 
Louis Heyman, of Oscar Heyman & Bros., 
Inc., 642 Fifth Ave., New York stepped 
from a Chicago-Los Angeles express on 
December 6, two gunmen held him up 
and robbed him of fine gold and platinum 
gem-set jewelry valued at more than 
$100,000. 

The bandits, about 45, are believed to 
be the same who robbed the Roach-Driver 
Co., Inc., jewelry store here of $125,000 
in jewelry Oct. 17. Both armed, they 
stepped into the car in which Mr. Hey- 
man was sitting at 149 S. Wilshire Blvd., 
drove him seven blocks, snatched a sachel 
containing the jewels and pushed him out, 
saying “Walk straight ahead, and don’t 
look back.” 

Mr. Heyman had left New York City 
two weeks before on a selling trip. “Most 
likely Mr. Heyman was trailed from Chi- 
cago or New York to Los Angeles and 
robbed at the most opportune moment,” 
Captain of Detectives L. L. Curtis said. 

Federal agents entered the investiga- 
tion, and disclosed that Mr. Heyman had 
identified one of the stickups from a 
rogues’ gallery photograph. The gems 
were fully insured. 





Salt Lake City Jewelers Write Own 
Ticket for Auction Control 

SALT Lake City—-The City Commission 
at the request of local jewelers has passed 
an ordinance regulating jewelers’ auctions. 
J. Fred Daynes and W. T. Denn were 
present when the measure was adopted. 
A license fee was set at $10 a day and 
posting of $300 was required. Other pro- 
visions include: No auctions during 
December; or Sundays or holidays; in- 
ventory must be filed by number at time 
of filing license application; stock may 
not be replenished; no sale may last 
longer than 30 days, nor between the 
hours of 6 p.m. and 8 a.m. 












¥ . 
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@ Serving oven (below), by West Bend 

Aluminum Co., is for heating, crisping, 

freshening and serving buns, crackers, 

muffins and other baked goods. Made of 

Satin Ray aluminum. $2.75 ($2.95 west of 
Denver.) 





Right—One of the new J-B watch bracelets 

for women made by. Jacoby-Bender, Inc. 

This band features the new patented 

“prest-o-slide” rachet buckle and retails 
for $3.50. 


@ Below—The new Felco pearl bracelet 

for modern wrist watches is made of fine 

quality artificial indestructable pearls 

strung on a chain, and is guaranteed for 
one year. $5. 


cS 


SS 


x oe 
ke 


on 


MZ 


3S 






= 
ee eee 


at 
2 


er 


SS 
=e 


= — 





@ The Horn-of-Plenty carving set, by 1847 
Rogers Bros., is specially designed to fit 


a man’s hand. The knife has a “hold-edge” 
stainless blade. A carborundum sharpener 


included free. $9.75. 





@ Waltham’s electric marine clock has its 
case shaped like a capstan, with a quarter. 
master's wheel fitted with bezel and dial 
to represent a compass. Hands resemble 
belaying pins. $9.95. 


@ “Langtry” is the name of this striking 

new 17-jewel Hamilton wrist model (left) 

in 14 K natural yellow gold only. With silk 
cord and 14 K solid gold fittings. $65. 





@ Toastmaster'’s fully automatic waffle- 

baker maintains an even temperature and 

a red light tells when the waffle is done 
to a golden brown. $12.50. 


@ New Haven Clock Co. presents the 

“Author Electric Strike” clock. It has a 

musically toned hour and half hour strike 
with self-setting strike mechanism. 
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@ Happily christened “American Girl” 
is this 17 jewel Bulova. . . carefully en- 


graved, very small, yellow gold filled. 
$39.75. 


@ Right—Sterling silver miraculous medal 
set with onyx and genuine marcasites is 
typical of the new offerings of Harry 
Iskin. Also made in 10K and 14K gold. 


@ Above — Typical of Jacques Kreisler 

bracelets, this band is equipped with 

Marvelock, which is easy to open, won't 

open accidentally, works simply and is 

without friction snaps to be affected by 
wear or time. 





@ The Sir Christopher tea set by R. 

Wallace & Sons Mfg. Co. is massive yet 

gracefully proportioned and richly carved. 

“A design of the ages and of the age.” 
$1,000 complete. 


@ “Variete,” by J. Lipschutz, has 11 as- 
sorted colored faceted crystals. A flip of 





@ Zircons are put to exquisite use in 

this 10K gold bracelet designed by Harry 

C. Schick, Inc., makers of Schicksnaps. 
The item illustrated retails at $25. 


@ Below—Universal Camera Corp.'s new 
quick-action candid-camera type folding 
camera, which has a compact, unbreak- 
able body, improved shutter and Univar 


lens. $1.95. 


@ Left—Here is Gruen’s Curvex “Roy- 
alty,” 14K gold filled, 17 jewel precision 
movement. $59.50. Same style in 14K 
solid gold is at “Regal,” priced at 


@ This intricately designed bracelet is 
made of 1/20 gold filled stock on an acid 


@ The Morays safety ratchet watch at- 
tachment affords maximum protection and 
safety and permits wrist size adjustments 
without the necessity of opening the 
buckle. A slight touch adjusts the fitting. 
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the finger and you have a new watch. 

Made in sterling silver, gold and platinum, 

as wrist watch or clip. $37.50 up; extra 
crystals, $3 each. 


resisting base. The pattern is unusual and 
the workmanship fine. Made by Bruner- 
Ritter, Inc., to retail for $5.50. 
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THE TIME IS HERE WHEN WATCHES 
MUST BE MACHINE-TIMED FOR PRECISION 








The best ad 
ever written 
on a watch’s 
accuracy is 
this chart, 






HIS stupendous ad by 

Macy’s—one of a series 
—shows how one of the 
world’s largest retailers of 
watches is using the West- 
ern Electric Watch Rate 
Recorder to protect and 
develop its business. 


watch-accuracy falls flat beside the exact 
information given by this machine. 
Several hundred of these machines are 
now in service, in factories, retail stores 
and repair-shops, large and small. Increas- 
ed production is still behind demand. Get 
on the list as early as possible. Write or 


HERE is a powerful new element in 

the sale of watches. People can now 
find out how accurate a watch really is— 
before they buy it! 

The Western Electric Watch Rate Re- 


corder tells in a moment. It produces a 


written chart that shows time gained or 
lost per day in every position—exact to 
the split second. Anything said about 


wire today for full information. AMERICAN 
Time Propucts Corporation, Sole selling 
agents, 580 Firrh AvENuE, New York. 





MAIL THIS COUPON 





American Time Products Corp., 580 Fifth Ave., N. Y. C. 
Without charge or obligation, please send full particulars, how The 
Western Electric Watch Rate Recorder earns money for retailers 


Western Elecfric 


WATCH RATE RECORDER 


and repair departments. 











Tells the exact accuracy of watches — ee EEE ERT CER TTC TE Cee Tee ee 
and the nature of adjustments needed hig F he dpc ok inaneredate nti 
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Getting in Step With Time 


By MRS. JAMES ALLAN 


IME—the bridge between infinity and eternity—the 

force that regulates the world! Suppose all clocks, 
watches, and other time-marking devices in the world 
were to stop for a day—think of the lives that would be 
lost, not to mention lesser evils such as loss of money and 
destruction of property. Of course there were not always 
time-pieces, nor was there always the need for them that 
there is now. 

In these days of fine watches, regulated to seconds by 
accurate time signals distributed by radio, exact time- 
keeping seems to us all a matter of course—the ball drops 
at the observatory of Greenwhich, clocks, watches, chro- 
nometers, all over the world, are regulated, and time 
moves on, with order and precision. 

For pre-historic man, time moved too; but, except for 
the alternation of day and night, there was no way of 
marking its flight. No one knows how long this went 
on, when the idea of the value of time first came, or to 
whom—but somewhere along the road from then to now, 
man made the first crude time-measure, a rope of grass, 
knotted at regular intervals, dampened, and set afire at 
one end. ‘The spark crept slowly from one knot to an- 
other, and made a rude clock. 

The early people of China and Japan had something 
similar to this, a knotted wick, two feet long, which 
burned slowly, but fairly regularly, and acted as a time- 
keeper. 

In this age of marvels the old quotation, “There is 
nothing new under the sun” seems to have lost some of 
its force, but many astronomical facts, popularly supposed 
to have been discovered much later, were known to the 
Egyptians and Babylonians more than 4000 years B.C. 
The subdivision of the day into twenty-four hours can 
be traced back to the Babylonians, and the division of the 
hour into minutes was adopted by Ptolemy, king of Egypt, 
in the second century after Christ. The Latin term for 
the minute was pars minutae primus, and the division of 
the minute into sixty parts was, pars minutae secundae; 
from these we get our terms, minute and second. 
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After the knotted wick the next timepiece about whick 
we know anything is the water-clock, invented by the 
Chinese emperor, Hwangti, nearly three thousand years 
before Christ. This, in its simplest form, a cocoanut 
shell with hole bored in it, and floating in a bowl of 
water, is used by the Malay boatmen, today. 

Following the water-clock, came the sun-dial. The 
first authentic mention of this is in Isaiah. As a sign 
that God would deliver Hezekiah and his people from 
their enemies, Isaiah promised that the shadow on the 
great sun-dial of Ahaz should move back ten degrees. 
The next mention of the sun-dial is one hundred years 
later, when Berosus, a famous Babylonian astronomer, is 
credited with its invention. Pliny, the Roman historian, 
claims that it was invented in Greece, so it was, evidently, 
a valuable instrument. 

Somewhere in the fourth century B.C., Plato, the 
famous Greek philosopher, introduced the water-clock into 
Greece, and in the British Museum are parts of two 
water-clocks, one having the name of Alexander the Great 
on it, the other, that of his son. Water-clocks were called 
“Clepsydras” (water-thieves), because time was marked 
by the slow leaking of the water that was in them. 

The hour-glass, called “clepsamis,” or sand-thief, be- 
cause it used sand instead of water, originated about the 
same time as the water-clock, and was popular in the 
East, where water was scarce. 

Rome’s first sun-dial was captured in battle, brought 
home and set up in the temple of Quirinus about 300 B.C. 
About one hundred and fifty years later, the water-clock 
was introduced into Rome. Up to this time public criers 
had called the hour through the streets, as city watchmen 
did in other European countries, at a much later date. 
The water-clock that Pompey captured and brought home 
to Rome he set up in the forum to teach the orators that 
all things, no matter how good, must have an end. Sun- 
dials were in common use at this time, because a Roman: 

(Please turn to page 103) 
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BACKGROUND 


Two men apply for a position. 


younger lacks. That is a long and 
successful background of experi. 
ence. He has been proved, 
He is the one you choose. 


Both seem equally qualified, 
except the older man has a defi- 
nite “something” which the 


Thirty-Nine Years of Refining Service 


has given Hagstoz a background of experience—a host of satisfied 
customers which suggest your sending your next shipment of scrap, 
sweepings and filings to 


T. B. HAGSTOZ & SON 


(ARTHUR T. HAGSTOZ) 


Producers of GOLD — SILVER — PLATINUM AND THEIR ALLOYS — 
IN PLATE — WIRE AND BLANKS 


709 Sansom Street, Philadelphia, Pa 


_ Buyers of PRECIOUS METAL SCRAP 





The Curved Cross-section 


of 
SANDSTEEL MAINSPRINGS 


is a patented improvement which is worth thorough in- 
vestigation by all watchmakers who have not tried Sand- 
steel Mainsprings. Their condition and appearance after 
years of service will convince every Horologist that this 
improvement is valuable and important to him. 


SANDSTEEL CROSSCURVED MAINSPRINGS 
Are Superior in Quality and Value 
Supplied for American and Swiss watches in more than 

3,000 sizes and styles. 
Use Them in All Watches for 
Genuine Satisfaction. 
Made in U. S. A. by 


WATCH-MOTOR MAINSPRING CO., INC. 
145 Hudson St. New York 














WATCHWORK STONE SETTING 
JEWELRY ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 

SCHOOL OF HOROLOGY 
Peoria, Ill. 





Dept. C 
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In Step With Time 

(Continued from page 101) 
architect of this period gives a list of thirteen different 
kinds, some of them portable. 

By the time that Julius Caesar ruled in Rome, time, in 
spite of all the efforts to regulate it, was so badly twisted 
that the winter months came in the summer. If there 
had been any Christmas then it would have changed 
places with the Fourth of July, except for the fact that 
there was no Fourth then, only a fourth. 

To get matters straight, Caesar, with the help of a 
Greek astronomer, made some changes. According to 
their calculations, each year had 365% days in it, so he 
arranged his calendar giving the year 365 days for three 
vears, and giving the fourth, 366. In order to get the 
seasons straight, he put in two months between November 
and December. ‘The year these changes were made, called 
“The last year of confusion,” had 466 days in it, and the 
new year began January first, 44 B.C. This calendar, 
called the Julian calendar, was used all over Europe until 
1582 A.D. when Pope Gregory finding that errors had 
crept in, made the one now in use. 

In early days people did not travel for pleasure, because 
travel was not only difficult, but dangerous. Boats were 
crude and uncomfortable, and little was known of naviga- 
tion. Travel by land was bad because the roads were 
poor and infested with robbers. Knowledge of one coun- 
try was carried to another by traders who traveled from 
one place to another, and brought home articles and cus- 
toms new to their native land. Someone, about 700 A.D. 
brought from Arabia the astrolabe, the mathematical 
jewel, as it was called. This instrument, the forerunner 
of the mariner’s sextant, was considered a marvel of in- 
genuity. ‘These early inventions seem very simple, even 
crude, when compared with the marvels of today, but 
when one remembers the poor tools, the ignorance and 
superstition of those long-gone times, one realizes that 
“There were giants in those days,” truly. 

About the middle of the eighth century, historians tell 
us, Pope Paul sent to Pepin, king of France, “The only 
clock then in the world,” but the records of it are very 
unsatisfactory; it was probably only a water-clock, or a 
sun-dial. 

The name of Haroun-al Raschid takes one back to 
fairy tale days, and it is very hard to think of him as a 
real person, sending presents to that very real person, 
Charlemagne. But one of the last things he did before 
his death, in 809, was to send “From the Master of the 
East to the Master of the West,” a beautiful Persian 
water-clock, bronze, inlaid with gold. ‘The dial was 
composed of twelve small doors, representing the hours; 
each door opened at the hour it represented, and out came 
the proper number of balls, falling, one by one, at regular 
intervals, on a brass drum. After the balls came out, 
the doors stayed open, so one, glancing at the clock, could 
‘ll the time within the hour, at least. After the twelfth 
hour had struck, twelve little horsemen rode out and shut 
all the doors. The description does not say how the balls 
were put back in place, but in an Arabian Nights clock 
like that, such a small matter could be easily arranged. 

As a return present, Charlemagne sent Haroun an hour 
glass, so large that it had to be turned only once in 
twenty-four hours. The making of this was not so simple 
as it might seem. In order to get a smooth-running sand, 
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black marble was ground to dust, boiled in oil, and ground 
again. ‘This process was repeated nine times. 

These devices all told time after a fashion, but were 
not really clocks. There are some records, vague and 
imperfect, of clocks with wheels in the ninth century, but 
these records are not authentic. 

In the beginning of the tenth century, Alfred the Great 
took several steps backward; he had “time-candles” made, 
on the order of the grass rope of pre-historic man, and 
the knotted wick of the early Chinese, for these candles 
were made twelve inches long, with notches one inch 
apart, and lasted four hours. King Alfred had them made 
to help him keep his vow to give one third of his time to 
God. Finding that the draft caused the candles to gutter, 
and vary in their time of burning, he made shades of horn 
scraped so thin as to be almost transparent. (The mod- 
ern lantern was originally lant-horn because the shades 
were made of horn, scraped thin.) 

In the records of the eleventh century, there are vari- 
ous references to clocks and horologes, and some author- 
ities claim that there were clocks with wheels and weights 
in European monasteries in this century; but it is gen- 
erally believed that the Saracens were the first to make 
this kind of timepiece. The first clock of this kind in 
Europe, of which there is positive knowledge, is the one 
sent to Ferdinand, king of Sicily, by Saladin, in the thir- 
teenth century. It was even more ingenious and compli- 
cated than that sent by Haroun-al-Raschid to Charle- 
magne, and was moved by weights. 

The oldest English clock, definitely mentioned, is cne 
mentioned as being in the tower of the palace in the reign 
of Edward I, in the fourteenth century. Another clock 
of his reign was built with the money he made one of his 
judges pay for altering the court records. The famous 
Canterbury Cathedral had its first clock about four years 
later; and from then on many are mentioned, among them 
that invented by the Abbot of St. Albans, which was 
really used to show the movements of the planets, rather 
than to tell time. ‘ 

These clocks, though marvels at the time, were scarcely 
clocks at all, in our understanding of the term. The 
earliest known clock that compares at all with the modern 
clocks is one invented by Peter Lightfoot, a monk of 
Glastonbury, in the fourteenth century. In those rough 
days the monks were the only men with leisure for study 
and experiment, and almost the only men with any learn- 
ing. - This clock of Peter’s must have been well made, 
for it was moved to the Cathedral of Wells, is now in 
the British Museum, and still runs. © 

England was not the only country to have these 
cathedral clocks, for in the middle of the fourteenth cen- 
tury Strasburg put one in the cathedral there, and just 
a little later we find them not only in the cathedrals and 
monasteries, but in common use in the cities. 

A most elaborate and ingenious clock was found in the 
palace of a sultan of Algeria, about the middle of the 
fourteenth century. Above the case was a scene repre- 
senting a bird’s nest in a thicket, the mother bird, with 
outspread wings, protecting the young birds from a snake 
crawling toward the nest. The arrangement of doors 
and falling balls to mark the hours was similar to that 
of Haroun-al-Raschid’s clock, but there was only ten 
doors, and eagles came out above the doors to drop the 

(Please turn to page 105) 





Where Is the Street Clock? 
BY SYLVIA SKULLER 


HAT has become of the street clock in front of the 

modern jewelry store is a question frequently asked 
the jeweler today. Not more than a quarter of a century 
ago the street clock was a jeweler’s institution itself; 
today in the city of Lexington as well as in many other 
cities of its size there is remaining only one clock. 

What has taken the street clock’s place? Neon signs, 
newspaper advertisements, circulars, all of which are sup- 
posedly replacing the clock. The one jewelry store in 
Lexington which has kept the street clock policy is 
Skuller’s. This old established firm has kept the clock 
and modernized it to the extent of a high yearly ex- 
penditure, neon has replaced the painted letters, electricity 
has taken the place of the old movement, advertising 
has been given over to the clock exclusively. 

Why has this modern firm conformed to this policy 
when the street clock has become ‘“‘a thing of the past”? 

The story that follows is the answer intact. Four years 
ago the jewelry firm of Skuller’s moved its location two 
doors from the sight of its store clock, deciding to have 
the front clock moved at the earliest moment available. 
Before this could be arranged the store was filled with 
complaints and inquiries from police officers and street 
car conductors, bankers and street cleaners. Customers 
from every walk of like poured into the firm to express 
their dismay of the street clock. Within one day’s time 
the clock was moved and established and every available 
effort was made to hurry its completion. Soon the public 


was furnished with Western Union Naval Observatoy, 
Time, and the clock resumed its position in front of the 
store with a pair of freshly painted eyes and a head with 
the firm’s name in red neon lettering. The following 
day the same persons who had filed in to express thej; 
regret, were filing back, but this time to express their 
gratitude for the fine service being rendered to them, 
The firm feels the “Good Will” established by the clock 
could not be equalled by other forms of advertising, 

The clock is described as having an iron casing, made 
in Canton, Ohio; an electric movement run by magnetic 
arrangement controlled by contact with the Western 
Union clock within the store which forms contact and 
moves the minute hand every half minute; two dials, one 
facing east and one facing west, that are illuminated by 
four 60-watt bulbs and two illuminated eyes that are 
in place just below the clock face. The clock stands in 
position three feet from the store front and can be seen 
at a distance of approximately three city blocks. 

These words encircle the clock in the newspaper adver. 
tising: “THE SIGN OF RELIABILITY,” which js 
a store policy and which could not be better exemplified 
than by the clock print. Since the date of the new clock 
policy the local papers have been utilized with a weekly 
ad which consists of a print of the street clock alone. 
thereby bringing the store to the public by means of a 
single print. This has proven so effective that this same 
street clock, which had become so much a part of the past, 
has decreased the present cost of advertising to 50 per 
cent of its original amount and has likewise increased the 
amount of advertising for the firm. 
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In Step With Time 
(Continued from page 103) 


balls. As each door opened, a slave girl came out, bearing 
4 book with the name of the hour on it, in verse; the ser- 
pent reached the nest, and with a hiss, struck one of the 
little birds. 

Charles V of France (fourteenth century) ordered a 
famous workman to make him a clock. When it came 
he thought that he should, being king, find some fault 
with it. But he could find nothing wrong, for it far 
surpassed any previous clock. Finally he said that the 
figure that marked the fourth hour should be four I’s, 
instead of IV. The clockmaker disagreed with him, but 
the king, with the remark, “I am always right,” made 
him change it. Since then clock faces have always had 
the king’s form of the hour, when Roman numerals are 
used. 

Just about the time when King Charles had this 
foolish dispute, clockmaking as a business was introduced 
into England; Edward III granting to three horologists 
from Delft a license for this purpose. 

Clocks now became much more common. Some were 
very elaborate, as that of Olmutz, in Austria, which still 
attracts crowds of visitors. That of Ruen, built by Jehan 
de Fealins, in 1389, is still the official timepiece of that 
famous old town. 

During these years, when scientists and inventors all 
over the world were trying to find some means of marking 
correctly the various gaits of time of which Touchstone 
speaks, they were also trying to perfect an instrument to 
help those “‘who go down to the sea in ships”; and though 
Columbus did “brave the terrors of the deep” in a very 
real wav when he set out on his great voyage, he did have 
some help—the mariner’s astrolabe—the improved brass 
instrument made by a geographer of Lisbon, which, though 
it would be scorned by a mariner of today, was a marvel 
then. 

Big clocks for cathedrals and cities continued to be 
built, but it was not until the end of the fifteenth, or 
beginning of the sixteenth century that time, though not 
conquered, was brought to the earth. The world’s first 
watch, or portable clock, a clumsy, drum-shaped affair, 
made entirely of iron, and varying as much as an hour 
a day, was the result of a year’s patient effort on the part 
of Peter Henlein, a young locksmith of Nuremburg. 
From then on, men experimented with the idea of making 
clocks small enough to be carried about easily. One of 
the oldest of these, made, as an inscription on the face 
tells us, by Jacob Zech, in 1525, is in the possession of 
the Society of Antiquarians, in London. 

By the latter part of this century, however, the size of 
watches must have been considerably reduced, for in 1571 
Queen Elizabeth found in her Christmas stocking, if there 
were such then, a bracelet “having in the closing thereof 
a cloke,”. So wrist watches are not as modern as we 
think them, though not as weighty a matter now, perhaps, 
as in the days of “Good Queen Bess.” 

Just ten years later, Galileo, watching a lamp in St. 
Marks swing back and forth in the breeze, noticed that 
though the length of the swing might vary, the time was 
always the same. Fifty years later, forced by the ignor- 
ance and superstition of the times to deny many valuable 
scientific facts he had discovered, yet not discouraged, he 
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used the discovery made in the church in the making of 
an astronomical clock. Lamps had been swinging for 
centuries but it took Galileo to discover that there was a 
law governing their swinging, and that that law could 
be made to serve man in the making of clocks and watches, 
as it does to this day. 

Watch and clockmaking developed slowly, with some- 
times a “throwback.” For instance, Philip II of Spain 
had in his bedroom a lamp-clock, in which the level of 
the oil in a transparent reservoir showed the hour; and 
a quarter of a century later, Cardinal Richelieu erected 
in the garden of the Palais Cardinal, in Paris, a sun- 
cannon which was a throw-back to the sun-dial. 

Just about this time watch-glasses, as they were called, 
were invented, to protect the faces of watches—thirteen 
years too late for Queen Elizabeth, who must have had 
a hard time with a wrist watch which had no crystal. 

That watches had shrunk still more by the time of 
Oliver Cromwell is proved by the fact that he wore his 
ona fob. ‘This fob, probably the oldest on record (1625) 
is now in the British Museum. ‘The minute hand was 
not introduced until 1670; the second hand, a little later. 

Repeaters, called at first, “squeezing watches,” were 
introduced by an English watchmaker at the end of the 
seventeenth century. A variation of this principal was 
used to make watches for the deaf. The hammer struck 
on the hand of the person, instead of on the bell. Repeat- 
ers were very useful in those days, for while lucifer 
matches had been invented, they were still too expensive 
for general use. 

Caron de Beaumarchais, a French watchmaker, pre- 
sented Madame Pompadour with the first keyless watch, 
a tiny thing, set in a ring. Delighted with the gift, 
Madame obtained for Caron many honors, and, probably, 
wealth. But Caron was a musician as well as a watch- 
maker, and is better known for having composed “The 
Barber of Seville,” and “The Marriage of Figaro,” than 
for having made a keyless watch. 

One hundred years after Caron’s watch Queen Vic- 
toria paid about $200 for a stem-winding watch, the in- 
vention of a Frenchman, Breguet, the same Breguet who 
made for Napoleon a watch which was wound by the 
motion of his body when walking. 

It is a far cry from the grass-rope of prehistoric man 
to a modern watch factory, and the road was beset with 
difficulties and discouragements, but the watchmakers in 
each generation went a little farther than those of the 
generation before, and now, if they cannot check Time’s 
stride, they can measure his footsteps to the least possible 
fraction. 

The links in the chain of inventions by which the 
earlier crude clocks and watches gave place to the accu- 
rate timekeepers of today, were principally: Graham’s 
dead-beat escapement and mercurial compensating pendu- 
lum for astronomical clocks (1700-1725) ; LeRoy’s and 
Earnshaw’s escapements and balances for marine chro- 
nometers for the navigation of ships (1750-1800) ; and 
Mudge’s detached lever escapement and the Breguet hair- 
spring (1800-1820) for watches. 

The pinnacle of accuracy for mechanical timepieces has 
been reached in the astronomers’ and scientists’ clock in- 
vented (1921) by William Shortt and F. Hope-Jones, of 
England, known as the “Shortt” clock, the timekeeping 
rate of which is noted in thousandth parts of a second! 
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DICTIONARY OF GEMS 


Precious and Semi-Precious Stones 

by R. J. Rocers, F.G.A. 

Price $1.50 Postage Paid 
This new book of all gems gives complete definitions of 
every stone used by jewelers from Achates (ancient name 
and origin of Agate) to Zircon and Zonochlorite with their 
specific gravity, chemical composition, crystallographic 
origin, hardness, refractive index, etc. 
It is a valuable ready reference list for the retail jeweler, 
manufacturer, importer and lapidary. 


Cloth bound, 58 pages, 7 x 5% inches. 
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ING MOUNTINGS—Where can I obtain technical 
information and instruction, in book form or by mail, 
on manufacturing ring mountings—designing, model mak- 


ing, casting, etc.? (Question No. 5105). P. A. H. 


Answer—The nearest to what you ask for in books 
now on the market in the English language, would be 
“How To Make Jewelry,” by George S. Overton, which 
would be sent postpaid from our Book Department for 
$3; or, “Working In Precious Metals,” by Ernest A. 
Smith, published in England by National Association of 
Goldsmiths Press, London, and which could be obtained 
as an import order through Brentano’s Book Store, Fifth 
Avenue, New York City. An information service cover- 
ing technical advice on all problems in jewelry manufac- 
turing is offered by Hoke, Inc., 122 Fifth Avenue, New 
York. 


TEEL BUCKLES—We have a pair of cut-steel shoe 
buckles that are badly in need of refinishing. We 
have used a solution of diluted sulphuric acid that does 
not work out at all. We also tried buffing with tripoli, 
but this does not reach down into the recessed places. Can 
you suggest some other way? (Question No. 5106). K. 


Answer—Probably the best way to improve the ap- 
pearance of the articles in question, without going to 
great expense, would be to use rouge on a bristle-brush 
in your polishing lathe. Tripoli is all right for preparing 
surfaces for polishing, but it is not a fine enough abrasive 
to bring out a polish. The only way to make cut steel 
work appear like new, would be to polish each facet 
on the work separately on a wood lap with some fine 
abrasive, but this would probably be too costly, unless 
circumstances place the job in the “‘money-no-object” class. 


OOD ALCOHOL—I use wood alcohol in my 
alcohol lamp, also for cleaning the segments in 
glasses, and for other cleaning purposes. I was told by 
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a druggist that I should not use it, as it is dangerous. 
| have always known that wood alcohol causes blindness 
if one drinks it, but never thought it dangerous in any 
other way. Will you please let me know whether there 
is any risk of any sort if wood alcohol is used, if it is not 
taken in the mouth? Are the fumes dangerous? (Ques- 


tion No. 5106). J. C. W. 


Answer—Wood alcohol is not dangerous, except if 
swallowed. As far as danger to health goes, you may con- 
tinue using it in the ways you mention, without risk. 
But even then, ordinary precautions are advisable, such 
as seeing to it that it is not used in larye quantities with- 
out having good ventilation. That is, do not use it in a 
small closed room if you are cleaning large pieces of work, 
during which a great volume of fumes would be evap- 
orated, but open a window. Ordinary small cleaning 
jobs, such as cleaning spectacle lenses, call for no par- 
ticular care about ventilation. As to use of wood alcohol 
in lamps, if the lamp wick is very large, ventilation of 
a small room should be looked after if the operation re- 
quires burning the lamp for a long while. It is inadvis- 
able to use naked flame from wood alcohol directly 
against steel parts of watches—pallets, rollers, etc.—as 
the fumes are apt to cause rust. A substitute for straight 
wood alcohol, that is less poisonous, would be denatured 
alcohol, which your druggist could supply. The best 
alcohol for all purposes, of course, is pure grain alcohol, 
but this is costly and for that reason is not nearly as much 
used as denatured and wood alcohols. 


ATCH HANDS—Sometimes in thin watches with 

little room between the dial and glass for the hands, 
I suspect that the hands might be rubbing on the inside 
of the glass, but there seems to be no way of making 
sure about it. Can you advise me on this? Also, what 
effect would hands slightly rubbing on the glass, have 
on timekeeping? (Question No. 5107). J. B. J. 


Answer—If the hands of the watch are of any form 











that does not make them stiff against bending—that is, 
of rather slim, delicate design—with the stem in the hand- 
setting position, turn the hands for about the space of 
five minutes, watching them carefully through a single 
eyeglass. If the minute hand is even slightly touching 
the glass, it will be seen to bend more or less, under mag- 
nification, although the bend may be so slight that it would 
escape notice looked at by the naked eye. ‘Try this test 
entirely around the dial, moving the hand only a short 
space at a time. It is sometimes seen to touch the glass 
only at one side. If the minute hand is of heavy design, 
this bending test is of no use. In this case, a hand 
touching the glass can be detected by the sound it makes 
as it is turned in setting it, holding the watch against the 
ear. As a last resort, in case of any doubt, you can make 
sure by putting a slight film of oil on the end of the 
minute hand, and with the glass in place turn the hand; 
then remove and examine the glass for a trace of oil. 

All the effect a hand touching glass has on time- 
keeping, is, if it bends a little, it will for the time seem 
to be “slow” to the extent that the hand is prevented 
from moving; but there is really no change in the time- 
keeping of the watch itself; because the center post and 
cannon pinion keep moving at the same rate as if the 
hand were free; and after the bend is “taken up,” the 
hand again moves on at the rate of the cannon pinion to 
which it is fastened. 


Reports on Business 
(From page 79) 


KANSAS CITY, MO. 
SALES PLUS EIGHT PERCENT INVENTORY PLUS 
FIVE PERCENT. 
JACCARD JEWELRY CORPORATION 


x *k x 


BUFFALO, N. Y. 
CHRISTMAS BUSINESS HAS ABOUT EQUALLED 
THAT FOR CORRESPONDING PERIOD OF LAST 
YEAR. AT FIRST LOCAL WEATHER CONDITIONS 
CHECKED DECEMBER TRADE VOLUME. OUR 
STOCKS ARE NORMAL FOR THIS PERIOD OF 
YEAR. WE EXTEND SEASONS GREETINGS TO 
YOU AND TO THE OTHER MEMBERS OF THE 
STAFF OF YOUR PUBLICATION. 
T. C. TANKE, INC., 
ARTHUR J. BLOCK, PRESIDENT 


* * * 


OKLAHOMA CITY, OKLA. 
WE SHOWED AN INCREASE IN BUSINESS 
APPROXIMATELY 10 PERCENT OVER 1936. OUR 
INVENTORY WILL PROBABLY BE LARGER 
JANUARY lst THIS YEAR OVER LAST, 
BECAUSE OF AN ANTICIPATED LARGER 
INCREASE OF BUSINESS IN NOVEMBER AND 
DECEMBER . 
J. M. ROSENFIELD 
FOR ROSENFIELD JEWELRY 


* * * 


NASHVILLE, TENN. 
NINETEEN THIRTY-SEVEN BUSINESS AHEAD OF 
NINETEEN THIRTY-SIX BY EIGHT PERCENT. 
PRESENT CONDITION OF STOCK TEN PERCENT 
MORE THAN NINETEEN THIRTY-SIX. 
THE B. H. STIEF JEWELRY CO. 
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MILWAUKEE, WIsc 
BUSINESS INCREASE NINE PERCENT. STOCK 
ABOUT TEN. 
BUNDE & UPMEYER CO. 


x ok OK 


PORTLAND, ORE. 
PORTLAND AND VICINITY SUFFERED ACUTELY 
FOR SEVERAL MONTHS PAST OWING TO JURIS- 
DICTIONAL DISPUTE BETWEEN TWO RIVAL 
LABOR UNIONS. ALL SAW MILLS AND LOGGING 
OPERATIONS SHUT DOWN FOR SOME TIME WITH 
LOSS OF OUR PRINCIPAL PAYROLL AND FAR 
REACHING UNEMPLOYMENT. OUTLOOK WAS 
GLOOMY BUT TO OUR SURPRISE CHRISTMAS 
BUSINESS EXCEEDED OUR EXPECTATIONS AND 
VOLUME IS JUST A LITTLE LESS THAN 1936, 
OUR INVENTORY IS PRACTICALLY SAME AS 
LAST YEAR. 

FRANK A. HEITKEMPER, INC. 


* * # 


MIAMI, FLA, 
GROSS SALES FOR YEAR FIFTEEN PERCENT 
AHEAD OF 1936. DECEMBER WILL SHOW SMALL 
GAIN OVER 1936 WITH VERY SATISFACTORY 
REDUCTION IN CREDIT SALES AND CORRE- 
SPONDING INCREASED CASH BUSINESS. 
STOCKS GENERALLY IN BETTER SHAPE NOW 
THAN LAST YEAR. HAPPY AND PROSPEROUS 
NEW YEAR TO JEWELERS CIRCULAR KEYSTONE. 

EARLE L. MIDDLETON 


* Ok Ok 


BALTIMORE, MD, 
POSSIBLY 15 PERCENT BETTER. STOCK 
TRIFLE OVERSTOCKED. BOUGHT HEAVIER 
EARLY. 


H. J. SCHWARZ, CO., INC. 


* * * 


BALTIMORE, MD. 
BUSINESS IS RUNNING TWENTY PERCENT AHEAD 
OF LAST YEAR. STOCK IS QUITE LOW. 
LEON LEVI, 


316-18 W. LEXINGTON ST. 


* ok x 


CHARLESTON, S. CAR. 
FROM AUGUST 1ST TO DECEMBER 1ST BUSINESS 
OFF TWENTY PERCENT. DECEMBER BUSINESS 
FIFTEEN PERCENT BETTER THAN LAST DECEN- 
BER. STOCK ON HAND LARGER THAN LAST 
YEAR. 
W. P. CART CO. 


* * * 


LOUISVILLE, KY. 
BUSINESS EXCEPTIONALLY GOOD EVERY MONTH 
THIS YEAR MORE ESPECIALLY THIS CHRISTMAS 
WHICH RAN CONSIDERABLY AHEAD. STOCK 
LARGER BUT ANTICIPATING A BRIGHT FUTURE. 
WE ARE QUITE WELL PLEASED. DIAMONDS OF 
HIGHER QUALITY AND VALUE WERE THE 
LEADERS WITH HIGH GRADE AMERICAN WATCHES 
NEXT. STERLING FLATWARE RUNNING A CLOSE 
THIRD. 
WM. P. KENDRICK, 
WM. KENDRICK JEWELERS, INC. 
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Epward F, SCHERTZINGER, 74, Slating- 
ton, Pa. jeweler, died Dec, 8, after a 
stroke suffered two days carlier, He 
spent more than 60 years in the jewelry 
business established by his tather during 
the Civil War. ; ; 

Ropert Hayes WOLFE, 74, a jeweler 
for 32 years at Smithton, Pa., died Dec. 
15, after a year’s illness. 

‘ARTHUR F, GoopHuE, 75, who has been 
a jeweler and optometrist at Fort F air- 
field, Me., since 1884, died Dec. 20 after 
an illness of about a year. 

CuarLtes A. RUpOLPH, 78, who con- 
ducted a retail store in Wilmington, Del., 
yntil his retirement in 1914, died Dec. 2, 
of a heart attack. Tis research into 
Wilmington and Delaware history won 
him honor as secretary and historian of 
the Sons of the Revolution. 

Joseru C. DorincG, 79, for 40 years a 
jeweler in Troy, N. Y., died at Leonard 
hospital, that city, Dec. 3, after an illness 
of 12 weeks. Born in Germany, he came 
to Troy at the age of six. In 1882 he 
entered the jewelry business with his late 
brother Charles, and retired in 1922. 

Axe. CalrF, 67, a watchmaker at Bill- 
ings, Mont., for 30 years, died Nov. 18, 
after a long illness due to a heart trouble. 
His store was in the Stapleton Annex, 
North Broadway. 

BENJAMIN F. KIMBLE, 62, died Oct. 7, 
at his home, Ensley, Ala., where he had 
been in business for more than 40 years. 

Warren I. McLean, 68, retired jeweler, 
died Nov. 7, at the Alameda, Cal., county 
hospital, after a one-day illness. He had 
lived in Oakland, Cal., for the past nine 
years, 

FREDERICK E. WALKER, assistant secre- 
tary of the firm of Davis & Hawley, 
Main St., Bridgeport, Conn., died Nov. 
23, at his home after a long illness. His 
wife and four children survive. 

GeorceE W. BLepsor, 69, watchmaker 
who operated a shop in N. Main St., 
Memphis, Tenn., until his retirement a 
few years ago, died Dec. 1, at his home, 
217 Adams Ave. 

Louis SHAPIRO, 75, diamond broker in 
Montreal, Can., for the past 25 years, 
died in the Montreal Jewish hospital, 
Dec. 12. He was active in Jewish char- 
itable work and founded a synagogue. 

ALEXANDER F. KLINK, 65, retired Chi- 
cago watchmaker and jeweler, was found 
dead of a heart attack, Nov. 25, at his 
home in Evanston, Ind. 

SYLVESTER V. MALLory, in business at 
Flandreau, S. D., since 1893, died Nov. 29 
after a brief illness. 

WitiiaM FL Lunrer, 80, founder of the 
retail business bearing his name at 17 W. 
Market St., York, Pa., died suddenly Nov. 
19. He retired ten years ago, 66 years 
after he became an apprentice jeweler. 
A son, Harry H. Fluhrer, continues the 
business. 

CHARLES GREEN, 75, former general 
Manager of International Silver Co., 
Toronto, died at his residence, Oriole 
Rd., that city, Dec. 10. 

WituiaM M. Crortzer, 65, oldest jeweler 
of Nanticoke, Pa., died Dec. 9, after a 
seven weeks’ illness. He had served 12 
years as borough councilman and con- 
ducted a store at 109 Market St. for 40 
years, 

Francis J. Watts, 64, Kingstree, S. C., 
retail jeweler, died at his home Dec. 9th, 
following a heart attack suffered at his 
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store. He succeeded his father, the late 
R. W. Watts, Sr., in the jewelry business, 
and had been located in Kingstree for a 
period of 26 years. 

James |. Gitt, employed for 49 years, 
until his retirement in 1935, as a bronze 
engraver at the Gorham Mfg. Co., Provi- 
dence, died Dec. 8 at Pawtucket, R. L, 
after a short illness. He was born in 
London, England. 

FRANK N. CHAPIN, 84, a retired 
jeweler, died early in the past month at 
his home in Providence. As a youth he 
entered the employ of the old time manu- 
facturing jewelry concern of Charles 
Sydney Smith as an apprentice and rose 
to become foreman of a department. Later 
he was with the Bassett Jewelry Co. 

CHARLES P. Stirr, 64, former superin- 
tendent of the Ingraham Clock Co., Bris- 
tol, Conn., died recently in Hahnemann 
Hospital, Philadelphia. He was a 32nd 
degree Mason and an Elk. 

Epwarp J. Geipet, 56, Philadelphia, a 
jeweler and watchmaker for more than 30 
years, died Nov. 19 at his home after a 
prolonged illness. For the last 22 years 
his store was located on Germantown 
Ave. He belonged to the Tioga Business 
Men’s Association, Masons, and Lu Lu 
Temple. 


Legislative Survey 
(From page 97) 


law, which failed at the last session, re- 
ports Miss Addie Fiske Goodell, Epping, 
N. H., secretary of the retail association. 
Miss Goodell states that her fellow mem- 
bers favor certification, but not necessarily 
licensing of watchmakers. 

Florida: Vhe 1937 Florida legislature 
passed an auction law which met with 
considerable opposition but was finally 
passed although not as originally in- 
tended. An attempt will be made by the 
Florida R.J.A. to make it more effective. 
The association membership seems to be 
on the fence on the subject of licensing 
of watchmakers, in the opinion of Bruce 
W. Waters, St. Petersburg, Fla., secre- 
tary to Florida R.J.A. 

North Carolina: A second-hand watch 
bill is in preparation for introduction at 
the next assembly of the state legislature, 
reports James Fox, Rocky Mount, N. C., 
secretary to N.C.R.J.A. A committee is 
maintaining vigilance at the state capitol 
to see that no deleterious bills are passed. 


Watch Case Code 
(From page 81) 


example the comparatively recent devel- 
opment of cases having a gold bezel and 
a steel back, the manufacture of which is 
not now covered by the Federal Trade 
regulation as to quality. An attempt was 
made in the past to correct some of the 
abuses which were prevalent in the in- 
dustry by establishing a code of fair 
practice with the Federal Trade Com- 
mission. Experience has shown, how- 
ever, that unless there is a_ responsible 
active body capable of enforcing such 
regulations it is only a question of a 
short time before such a code is ignored 
for all practical purposes.” 

The Board will invite manufacturers, 
wholesalers and retailers to cooperate, 
with non-members among the former be- 
ing asked to join the Board and whole- 
salers and retailers invited to become 
associate members. A _ distinctive seal 
will identify watch cases made by Board 
members. 

The Board’s advertising is being placed 
through Moss Associates, 110 W. 40th 
St., New York. 
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Williams Bros. Silver Co. Formed at 
Glastonbury, Conn. 


HARTFORD, ConNN.—Williams Bros. Sil- 
ver Co. of Glastonbury, successor to the 
Williams Bros. Mfg. Co., was organized 
at a meeting of stockholders Dec. 10. 

William R. Stocking of Glastonbury 
was elected president of the new concern, 
which follows reorganization under Sec- 
tion 77-B of the Federal Bankruptcy Act. 
Other officers are: Vice-president and 
treasurer, B. Floyd Turner, who is trea- 
surer of the Glastonbury Bank & Trust 
Co.; secretary, Richard Williams, who is 
associated with the J. B. Williams & Co., 
and assistant treasurer, George Burney. 
Losses during the 1936 flood capped a 
difficult business period for the company, 
resulting in the filing under Section 77-B. 


SEATTLE GUILD ELECTS 


SEATTLE, WasH.—The Seatle Jewelers 
Guild has named Harry Druxman presi- 
dent, succeeding Harry F. Arold. Other 
new officers are Dwight Benton, first vice- 
president; Jack Friedlander, second vice- 
president; Wallace Calderhead, secre- 
tary; Hershal Druxman, assistant sec- 
retary; Gus Cohen, Jr., treasurer; and 
Ben Tipp, Simon Burnett, L. W. Suter, 
C. F. Stafford and Mr. Arold, trustees. 


C. A. KIGER CO.’S “50 YEARS” 


Kansas Ciry—Appropriately bound in 
gold is a booklet recently issued by C. A. 
Kiger Co., wholesale jewelers, titled “Our 
First 50 Years.” The exceptionally mod- 
ern make-up portrays in pictures six 
periods of the firm’s existence, 1887, the 
year of its founding, followed by 1916, 
1917, 1921, 1929 and the golden anniver- 
sary year, 1937. 





ARTHUR LEHMAN WATCH CO. 


The Arthur Lehman Watch Co., 209 
Post St., San Francisco, Cal., reports that 
its business was recently mentioned as 
being retail and watchmaking. This was 
in error. For the past 15 years the com- 
pany has been engaged in importing Swiss 
watches exclusively and should be so 
classified. 


EMERSON IS WAHL SALES HEAD 


Thomas Emerson, foimerly vice-presi- 
dent in charge of sales of the Conklin 
Pen Company, will be connected with the 
Wahl Company, Chicago, as sales man- 
ager as of Jan. 1. 


SAUER CO. HAS NEW PATENTS 


A Sauer & Co., Cincinnati, has _ re- 
ceived a design patent embracing an- 
other phase of tubular watch strap and 
a mechanical patent for a wrist watch 
guard made of leather and metal. 


Charles Ascherman & Co., wholesale 
jewelers, have leased 400 additional 
square feet of floor space, and after Jan. 
1 will occupy rooms 505, 506 and 507 in 
the Hippodrome Building, Cleveland, 
Ohio. 


Bugbee & Niles Co., North Attleboro, 
Mass., is showing a new line of watch 
bracelets with ratchet buckle, under license 
from the Hadley Co., and also a line of 
10K solid gold crosses and lockets. 














Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations Wanted” $1.50 for first 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 


Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all 
answers will be directed care The 
Jewelers’ Circular-Keystone. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspon- 
dence mention your location in the 
advertisement. 


Jewelers’ Circular-Keystone 
239 W. 39th St., New York 


Situations Wanted. 


Under this heading, 75c. for first 25 
words, 5c. for each additional word; 
minimum charge, 75c. 





SHIPPING CLERK, packer, eight years 
with New York diamond and jewelry 
concern, wishes position. Address ‘‘J., 
7652,” care Jewelers’ Circular-Keystone. 





WATCHMAKER, over 25 years’ experi- 
ence in Germany, wants position or 
homework. Adolf Berger, 600 W. 186th 
St., New York City. 





FIRST CLASS jeweler and stone setter, 
20 years’ experience, best reference. Ad- 
dress ‘‘K., 7574,”" care Jewelers’ Circular- 
Keystone. 





YOUNG LADY desires position as full 
charge bookkeeper with a progressive 
mounting manufacturer. Address ‘“H., 
7572,’’ care Jewelers’ Circular-Keystone. 





IF YOU ARE IN NEED of a watchmaker, 
jeweler or optician, write to Henry 
Paulson & Co., 37 So. Wabash Ave., 
Chicago, III. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished; no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





WATCHMAKER, front man experience; 
no better man on baguette and fine 
Swiss watches; also engraver and ex- 
pert clockmaker. Address “L., 7238,” 
care Jewelers’ Circular-Keystone. 


DIAMOND SETTER, good all around 
man with best of references open for 
job, or will work home. Address “P., 
7606,” care Jewelers’ Circular-Key- 
stone. 


WATCHMAKER AND JEWELER, first 
class on both; best of references, sal- 
ary $35.00 per week. Address A. Meyer, 
a, ee Ave., Salt Lake City, 
Utah. 


FIRST CLASS watchmaker, thoroughly 
experienced all around man; good ref- 
erences; 10 years’ experience; age 30; 
reasonable salary. E. A. Sears, Tamms, 
Illinois, 











FIRST CLASS R. R. and Swiss watch- 
maker, age 39, over 20 years’ experience; 
capable take full charge watch depart- 
ment; best references. Address “J., 
7646,’’ care Jewelers’ Circular-Keystone. 





YOUNG MAN, experienced bookkeeper, 
credit checker, stenographer and typist, 
desires position with jewelry or watch 
concern. Address ‘‘J., 7630," care Jewel- 
ers’ Circular-Keystone. 


WATCHMAKER, clock and jewelry re- 
pairman, experienced, young, single; 
excellent references; north-west pre- 
ferred. Edwin A. Johnson, Box 761, 
Lewistown, Montana. 


YOU’RE JUST THE FIRM with whom 
I seek association as manager of an 
up-to-date installment jewelry store. 
Address ‘‘C., 7515,” care Jewelers’ Cir- 
cular-Keystone. 





CREDIT INTERVIEWER nd _sé sales 
closer for active jewelry store; a suc- 
cessful enterprise cannot afford to miss 
this unusual man. Address “J., 7521,” 
care Jewelers’ Circular-Keystone. 





SALESLADY, experienced in selling fine 
diamond jewelry, also bookkeeper, 
young, refined; can furnish excellent 
references. Address “E., 7566,” care 
Jewelers’ Circular-Keystone. 





GET ACQUAINTED with this well sea- 
soned man, prepared to manage suc- 
cessfully a modern credit store; avail- 
able after January 15th. Address “B., 
7407,” care Jewelers’ Circular-Keystone. 





YOUNG MAN, 20, has sales ability and is 
mechanically inclined; wants to learn 
jewelry and diamond setting trade; ref- 
erences. Address “New York, 7594,” 
care Jewelers’ Circular-Keystone. 





YOUNG MAN, experienced ring filer, 
wishes position with men’s ring manu- 
facturer, knowledge of diamond setting 
and engraving; also can cast and model. 
Address ‘‘H., 7366,’’ care Jewelers’ Cir- 
cu'ar-Keystone. 





JEWELER, EXPERT, pressure or cen- 
trifugal casting, investing, molds in low 
fusing metal or rubber, sample maker, 
desires position or installation. Address 
“O., 7320," care Jewelers’ Circular-Key- 
stone. 





UNITED STATES CERTIFIED watch- 
maker, expert repairer, excellent sales- 
man, educated, references, salary or 
percentage basis; New York or vicin- 
ld Hyatt, 49 East 12th St., New 

ork. 





SALESMAN, energetic, young man of 
proven ability, seeks connection with 
jewelry manufacturing house, covering 
New York City and vicinity. Address 
“—D., 7589,” care Jewelers’ Circular-Key- 
stone. 





CREDIT STORE MANAGER, experi- 
enced in all phases of the business, will 
consider proposition from first class 
store after January ist; will go to any 
city. Address “Circular 1171,’ Room 
1205 Heyworth Bldg., Chicago. 





COLLECTION, credit manager, 12 years’ 
diversified credit experience, excellent 
past record production; young, tactful, 
resourceful, legal and accountancy 
training. Address “N., 7602,” care 
Jewelers’ Circular-Keystone. 





SALESMAN, 15 years road, New England 
to Virginia, also Ohio, Indiana, Illinois 
and Michigan, wants price line Swiss 
watches, suitable large users; excellent 
volume; drawing account. Address ‘‘H., 
7629,”" care Jewelers’ Circular-Keystone. 


YOUNG LADY, experienced in every pha 
of the loose goods and mounted. Q 
line, desires position with a reputah 
concern, excéllent references; hg 
keeper. Addrss ‘'G., 7568,” care J, 
ers’ Circular-Keystone. , 





HIGH TYPE MAN seeks position 
salesman in diamond departmen 
prominent retail establishment; {j 
class references; available now. 1 
dress “K., 7522,” care Jewelers’ 
lar-Keystone. 





WATCHMAKER, jeweler, engraver, 
pert on complicated watches 
clocks, also escapement adjuster, 
eral engraver and jewelry reps 
capable of managing. Address “4_ 
7532,” care Jewelers’ Circular-Keystone 





YOUNG LADY, expert engraver, 
years’ experience, having sold jewelry, 
stationery; position desired ‘in gt 
Louis or Kansas City, Missouri, : 
dress “B., 7533,” care Jewelers’ Cireys 
lar-Keystone. 4 





FIRST CLASS jewelry jobber, ste 
setter and engraver, experienced ip 
high grade work; American; referengs 
and photograph will be sent. Address 
“F., 7616," care Jewelers’ Circular 
Keystone. ’ 





JEWELER-SETTER, originate, estimate, 
supervise; make complete platinum 
special order and stock jewelry; ex. 
perience very best firms; excellent ref. 
erences. Address ‘“H., 7618,” @q 
Jewelers’ Circular-Keystone. 





WATCHMAKER’S' ASSISTANT, hree 
years’ experience, must have steady 
employment; repair 3% ligne mo 
ments and larger watches; m 
age 33. Write Ben Sherman, 1025 B 
167th St., Bronx, N. Y. 


i, 





STENOGRAPHER, knowledge bookkeep- 
ing, experienced wholesale jewelry; effi- 
cient, accurate at figures; good corre 
spondent; references. Address “A, 
7609,” care Jewelers’ Circular-Key-" 
stone. : 





WATCHMAKER, first class, fine on rail 
road and bracelet work; 18 years’ ex- 
perience as front man; best references, 
age 38; salary $50.00; Southwest pre- 
ferred. Address “C., 7611,” care Jewel- 
ers’ Circular-Keystone. 





HIGHLY COMPETENT young lady de- ~ 
sires responsible position as head of 
bookkeeping and credit department; 10 
years’ excellent experience. Address 
“D., 7613," care Jewelers’ Circular- 
Keystone. 





Al WATCHMAKER, clockmaker, diamond ‘ 
setter, jeweler and engraver, 25 years 
experience, excellent references; have 
complete tools and machine to do every- 
thing. Address ‘‘F., 7544,” care Jewelers’ 
Circular-Keystone. 





BOOKKEEPER, typist, young lady, com- 
plete charge, thoroughly oxpertentay in 
diamond and jewelry business; eight 
years with one concern; excellent ref- 
erences. Address “G., 7570,’ care Jewel- 
ers’ Circular-Keystone. 





ENGRAVER, with many years’ experience 4 
in high grade stores, desires position; 
fine inscription work, monograms, et, 


on gold and silver; best reference; 
Eastern section. Address ‘‘East, 7571, 
care Jewelers’ Circular-Keystone, 








HIGH TYPE combination man, exceptional — 
selling ability, Al watchmaker an 
jewelry repairman, 17 years’ experience, 
complete manager, 35 years o'd; 
references. Address “S., 7582,” care 
Jewelers’ Circular-Keystone. 





FIRST CLASS all-around man, age 42 
American, experienced in fine work, ~ 
will consider taking over repair depart- 7 
ment on commission; only reliable — 
store and one with plenty of work con- ~ 
sidered. Address “G., 
Jewelers’ Circular-Keystone. 


——— 
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